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MASTER AGREEMENT #061626
CATEGORY: Law Enforcement Equipment

SUPPLIER:

This Master Agreement (Agreement) is between Sourcewell, located at 
202 12th Street Northeast, Staples, MN 56479 (Sourcewell) and
Trousdale Drive, Suite 110, Nashville, TN 37220 (Supplier).
  
Sourcewell 

Purchasing Program to eligible 

  

Purchasing Program.

: 

The General Terms in this 

ourcewell and 
Supplier (

. 

A. Pursuant to Minnesota law, t
Purchasing Program designed to provide P

agreements has awarded Supplier this 

herein.

B.

Purchasing Program Master Agreements are 
. 

Purchasing P
and . 

other 
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D.  

.  
 

 

Time on 10/2/2030  
 

1.  Sourcewell and Supplier may agree to up to three (3) -
- (7) 

 
 

2.  
 

 
F.  

between 
 

 
G. 061626 

(“RFP”)  
 
1.

 corrections,  activity, criminal investigation, tactical 
 

 
a.  gear;   
b.  instruments;   
c.  supplies;   
d. Tactical and    those 

 
e. Services related to the respondents – d. above, 

such as training, installation, testing, maintenance, warranty programs, and technical 
support. 

 
H.  is incorporated into this Master 

.  
 
I.  

.  
 
J.  t
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K.  
with Sourcewell 

 
.  

 
 process is included within its Proposal.  

 
M.  

 
1. Compliance. Supplier represents and warrants it will provide all Included 

 
 

2.

Supplier.  
 

3. . Supplier warrants that all Included 

accordance with the ordinary u  
 

N.  
Supplier has disclosed all current and completed bankruptcy proceedings within the past seven years 

 
 

 

nt, or any 

 
 
P. -

II   
 
1. Sourcewell issued the RFP 

es. Sourcewell did not issue 
the RFP 
responsible 

 
 

2.  are Reci  

The terms and 
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  . 

  
-

Agreement; 
 

 
 

Sourcewell in any way.   

sources in connection with accessing this Master Agreement.  
 

 
agreements 
60- -1.4(b), in 

319, 12935, 
-

 
 

DAVIS- -  
-

- -3144, and 
3146-3148) as supplemented by D

laborers and mechanics 

wages not less than once a week. The non-
prevail

wage determination. The non- iolations to 

-

employed in the construction, com
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compensation to which he or she is otherwise entitled. The non-

applicable Davis-Bacon Act provisions. 
 

-  
applicable, all contracts awarded by the non-

the standard work week is permissible prov

provide that 

 market, or 

rement process, Supplier must 
 

 

procurement pro  
 

-
-  

non-
- ontrol 

- 

above. 
 

 A contract award (see 

ineligible under statutory or re
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department or agency. 
 

BYRD ANTI-  

-

up to the non-
- 2). 

 

  that 

 
 

 

 
 

 

-
 

able, purchasing 

ng  a 
purchase. 

 
 

 

purpose o
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A non-

es
 

 
 The Supplier cannot use the seal(s), logos, crests, or 

-approval.  
 

 

 
 

 The 

 
 

 -

 
 

 

(as 

 
 

 The Supplier, and its subcontractors, must comply with U.S. 

 
 
PROHIBITION ON CERTAIN TELECOMMUNICATIONS AND VIDEO SURVEILLANCE SERVICES OR 
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:  
 

 
The Terms in this  

 
 
A.

 
 

B. changes, 

 
 

 
 

 

 
 

 
 

 

 
 

 
 

 
.  

 
D.  Supplier will 

 chain issues, customer issues, and 
 

 
 

provide complete and accurate 
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this Agreement.  
 

F.  

ch calendar 

ales were made).  
 

 
 

 
 

 
 

Account Number; 
 

 
 

 
 

collected by Supplier,  
 

 
 

 
G.  

in its proposed pricing. 
 

 
H.  

 For certain categories, a  may be 
proposed. .  
 

I.  

-assigned Agreement 
number in the memo; and must be either mailed to Sourcewell 

 
 

J.  Sourcewell reserves the right to seek all remedies available 

payments
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K.  Pursuant to Minn. Stat.  

and 

Sourcewell. 
 

and 

consent will not be unreasonably withheld. Sourcewell reserves the right to unilaterally assign all or 

Responsible Party and named in the Agreement. Any prohibited 
 

-material updates as 
determined  
 

M.  
.  

 
N.  Failure by Sourcewell to any right under this Agreement will not be deemed a waiver 

right.  
 

  

 
 

P.  
-servant, or 

principal-agent.  
 

Q.  

 Agreement by the Supplier 

 
 

R.  

chapter.  
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S.  
 

 
 
a.  Sourcewell grants to Supplier a royalty- -

Agreement with Supplier. 
 

b.  Supplier grants to Sourcewell a royalty- -

Sourcewell. 
 

2.  

 
sublicensees.  

 
 

 
a.

.  
 

b.

g misuse under 

the issue or the license/sublicense will be terminated.  
 

4.  

-printed 

 
 
T.  

 
.  

 



061626-TOMA

v032426 Page 12 of 26

U.  

 
 
V.  

the 
- 

 
 

1.  

-completed 
bility, and 

Agreement. 
 

 
-  

 
 

2.  

Sourcewell, 20 provided to in an 

 
 

3. -  Supplier 

-  
 

4.  

ble to 
-insured 
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5. -  Agreement can 

-  
 

 Sourcewell or Supplier may terminate this Agreement upon 60 
calendar days'  

any 

 
 
X.  

material 

any 
 

 
 

:  
 

 
The Terms in this  

 General Terms 

.  
 
A.  

 .  
 
B.  

 and other relevant terms 

non-
 

encouraged to establish  delivery schedules whenever possible.  
 

 -
-  
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D.  

y. 
 

 

account number.  
 
F.   

terms may supplant or supersede this Master Agreement when necessary and as solely determined 

-
and other material terms as mutually agreed.  

 
G.  

-

beyond th  
.  

 
H.  

similar document 
  

 
 
  

  Sourcewell     
 
 

  
 Dave Adams 
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ATTACHMENT 1 
 

-
 

 

 to purchase 
Master Agreement 

 

 
Master Agreement.  

Attachment  

-
Master Agreement; 

 

Master Agreement;  

 

Attachment should be interpreted to obligate 
Sourcewell in any way.   

under the Master Agreement  
 
A. -Bacon Act,  Amended    -  

  by  program legislation, all prime construction contracts in   
awarded by non- -Bacon Act 
(40   3141-3144, and 3146-3148) as supplemented by Department   regulations (29 

laborers and mechanics at a rate not less than the prevailing wages 

not less than once a week. The non-
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 to award a 
contract or subcontract must be conditioned upon the acceptance  the wage determination. The 
non-

-Kickback” Act 
 

prohib

entitled. The non-  or reported violations to the  
awarding agency. Supplier must be in compliance with all applicable Davis-Bacon Act provisions.  
 
Supplier  that during the term  any 

above. 
 

B. Copeland “Anit-Kickback”  

1. Supplier

into this contract. 

2. . The Supplier or subcontractor shall insert in any subcontracts the clause above 

. The prime 

 

3. Breach
 

 
Contract Work  And   Act    -  

1.

permit any such laborer or mechanic in any workweek in which he or she is employed on such 
work 
receives compensation at a rate not less than one and one-

 

2. . In the event 

Supplier and subcontractor shall be liable to the United States (in the ca
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3.  liquidated . The grant recipient or sub-recipient 

Department   withhold or cause to be withheld,  any moneys payable on account 

 contract with the same prime Supplier, or any other -assisted contract 

Supplier or subcontractor  unpaid wages and  damages as provided in the clause 
 

4. . The Supplier or subcontractor shall insert in any subcontracts the clauses set 

the subcontractors to include these clauses in any lower tier subcontracts. The prime Supplier 

 

 
 

D.  To  Made Under a Contract or  
 

recipient or subrecipient wishes to enter into a contract with a small business  or 

Agreements,” and any implementing regulations issued by the awarding agency.  
 
Supplier  that during the term  any 

above. 
 

Clean Air Act    -  And The  Pollution Control Act   
-   

 and subgrants  amounts in     the non-  award to agree to 
comply with all applicable standards, orders or regulations issued pursuant to  Air Act (42 

- - 
1387). Violations must be reported to the Federal awarding agency and  the 

 Protection   
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Supplier  that during the term  any 
above. 

 
F. Debarment And     And   

A contract award (see 2   180.220) must not be made to parties listed on the government- 

guidelines at 2   that implement   12549 (3   1986  p. 189) and 
12689 (3   1989  p. 235), “Debarment and Suspension.” SAM  contains the 
names   well as parties 

debarment, declared ineligible, or voluntari
department or agency.  
 
Supplier  that during the term  any 

above. 
 

G. BYRD ANTI-LOBBYING AMENDMENT, AS AMENDED      
Suppliers who apply or bid  an award  more than  shall  the  

  
any agency, a Member    or employee   or an 

-
 up to 

the recipient who in  
 
Supplier  that during the term  any 

above. 
 

 applicable, Suppliers must sign and submit the   to the  with each bid or 
 

 A, 44  PART 18 –    
 

   Grants,  and  Agreements 
The undersigned  to the best  his or her knowledge and   

 

 the undersigned, to any person   or attempting to  

employee   or an employee  a Member   in 
connection with the awarding   contract, the making  any 

 grant, 
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cooperative agreement. 

 contract, grant, loan, or cooperative agreement, the undersigned shall 
complete and submit Standard Form-

 

The undersigned shall  that the language  this  be 

subcontracts, subgrants, and contracts under grants, loans, and cooperative 
agreements)  

imposed by section 1352, 
  shall be  to a civil penalty  not less than 

 

The Supplier, 
 and accuracy  each statement  its  and 

provisions    38, Administrative Remedies  False  
and  

 
Signature    

Name and Title     

Date 
 

H.  

 
 

 
I.   And  Act   

 the mandatory standards and policies relating to 
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J.  American    

 
 

To the 
 applicable, Supplier must comply with all applicable provisions  the Buy American Act. 

 
 

K.  to      
Supplier agrees that duly  representatives  a  agency must have access to any 

transcriptions. The right also includes timely and 

paragraph X.) 
 

 
A non-

on 6002 include procuring only 

blishing 

guidelines. 
 

M.  s   And   
The Supplier cannot use the seal(s), logos, crests, or reproductions   or likenesses  Federal 

-  
 

N. No Obligation by    
 

and is not  to any obligations or liabilities to the Participating  Supplier, or any other 
party pertaining to any matter resulting  the  or any purchase by an user. 
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Program  and  or   or Related   

 
 
P.    

-   

overpayments  
 

Q.  Of   

  The Supplier must 
 the actual or potential  in writing in  so that the 

 
 

R.  Executive Order   
The Supplier, and its subcontractors, must comply with U.S.   13224 and U.S. 

 
 

S. Prohibition On Certain  and Video Surveillance  or   
To the  applicable, Supplier  that during the term  this  it will comply with 

 
 

T.   or   
 

 
200.322. 
 

U.  
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117- -

res to the 
 

 
V. -

 
 

-

conscience protections in Federal law. 
 

-

business, non-

 
 

 
 

 
 

 
 

 
 

 
 

p  
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nancial assistance 
 

 
 

 
 

to you at the earliest available opportunity.” 
 

Additional  Recommended  
 

Prohibition on Contracting for Covered  Equipment or  
 

the meaning -143-

clause— 
 

 
 

i.
2019, Pub.  No. 115-232, and 2   200.216 prohibit the head  an  
agency on or   grant, cooperative 
agreement, loan, or loan guarantee  on certain telecommunications products or 

  
 

ii.
 may not use grant, cooperative agreement, loan, or loan guarantee 

 

(a)
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(b)
 

a substantial or essential component  any system, or as critical technology 
system; 

(c)

 

(d)

 
 

 
 

i. This clause does not prohibit Suppliers  providing— 

(a) A service that connects to the   a third-party, such as backhaul, roaming, 
or interconnection arrangements; or 

(b) Telecommunications  that cannot route or redirect user data  or 

otherwise handles. 
 

ii. By necessary implication and regulation, the prohibitions also do not apply  
 

 

(1) Are not used as a substantial or essential component  any system; and 

(2) Are not used as critical technology  any system. 
 

 telecommunications  or services that are not considered covered 
 

 
Reporting  

 
i.

uch by a subcontractor at any tier or by any other source, the Supplier 
shall report the  paragraph d.ii.  this clause to the recipient or 
subrecipient, unless elsewhere in 
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ii. The Supplier 
 

recommended. 
(b)   business days  submitting the  in paragraph d.ii.(b)  this 

 Any  available  about mitigation actions undertaken or 
recommended. In addition, the Supplier shall describe the  it undertook to 
prevent use or submission  covered telecommunications  or services, 

 

 
2.  The Supplier shall insert the substance  this clause, including this paragraph, in all 

subcontracts and other contractual instruments. 
 

a.
- 

, 

 
 

i.
 

 
ii.

representatives access to construction or other work sites pertaining to the work being 
completed under the contract. 

 
b. The Supplier shall not use the DHS seal(s), logos, crests, or 

-
approval. The Supplier shall include this provision in any subcontracts. 

 
c.
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d.  
 

 
-up, royalty-

this contract to reproduce, publish, or otherwise use, including prepare derivative works, 

and/or source code, music, choreography, pictures or images, graphics, sculptures, videos, 
motion pictures or other audiovisual works, sound and/or video recordings, and architectural 

 
 

e.  
 

 
 

BABAA) Pub. 
- -

 
 
 

 



RFP 061626 - Law Enforcement Equipment
 

Vendor Details

Company Name: Tomahawk Strategic Solutions LLC

Does your company conduct business under any other name? 
If yes, please state:

No

Address:
4751 Trousdale Drive 
Suite 110 
Nashville, Tennessee 37220

Contact: Dave Adams

Email: dave@tomahawkss.com

Phone: 770-530-9029

Fax: 615-431-3700

HST#: 47-2090786

Submission Details

Created On: Saturday June 13, 2026 00:06:30

Submitted On: Monday June 15, 2026 21:37:07

Submitted By: Dave Adams

Email: sales@tomahawkss.com

Transaction #: 3b1a2911-11a9-4941-bec0-df5621e24091

Submitter's IP Address: 10.13.1.13



Specifications

Table 1: Proposer Identity & Authorized Representatives (Not Scored)

General Instructions (applies to all Tables) Provide a concise response to each question. Do not attach additional documents to your 
response without providing a substantive response within the Specification Tables; attachments should be SUPPLEMENTAL to your 
answers. Do not leave answers blank; respond “N/A” if the question does not apply to your organization and include an explanation why 
it does not apply.

Table 1 Specific Instructions. Sourcewell requires identification of all parties responsible for providing Solutions under a resulting master
agreement(s) (Responsible Supplier). Proposers are strongly encouraged to include all potential Responsible Suppliers including any
corporate affiliates, subsidiaries, DBA, and any other authorized entities within a singular proposal. All information required under this
RFP must be included for each Responsible Supplier as instructed. Proposers with multiple Responsible Supplier options may choose
to respond individually as distinct entities, however each response will be evaluated individually and only those proposals 
recommended for award may result in a master agreement. Entities that have not been awarded will not be added to an existing master
agreement through the affiliation of the Proposer’s corporate organization.

# Question Response *

1 Provide the legal entity name of the Proposer 
authorized to submit this Proposal.

Tomahawk Strategic Solutions LLC
 *

2 In the event of award, is the entity named in Line 
Item 1, the Responsible Supplier that will execute 
the master agreement with Sourcewell? Y or N.

Y
 *

3 Identify all subsidiaries, DBA, authorized affiliates, 
and any other entity that will be responsible for 
offering and performing delivery of Solutions 
within this Proposal.

Tomahawk Strategic Solutions LLC is the 
sole entity responsible for offering, fulfillment, 
contract administration, customer service, 
and delivery of the solutions proposed under 
this RFP. No subsidiaries, DBAs, affiliates, or 
other authorized entities will perform under 
this proposal.

 *

4 Provide your CAGE code or Unique Entity 
Identifier (SAM):

Cage Code: 7JTQ9 
UEI: RW9CJ1Z2M9H1

 *

5 Provide your NAICS code applicable to Solutions 
proposed.

Primary NAICS: 423990 – Other 
Miscellaneous Durable Goods Merchant 
Wholesalers
Additional NAICS: 423450, 423840, 541690, 
541618, 611430, 611699

6 Proposer Physical Address: 4751 Trousdale Drive 
Suite 110 
Nashville TN 37220

 *

7 Proposer website address (or addresses): www.tomahawkss.com  *

8 Identify the Proposer's Authorized 
Representative, include name, title, address, 
email address, and phone number. The 
representative must have authority to sign the 
“Proposer’s Assurance of Compliance” on behalf 
of the Proposer.

Dave Adams 
Sales & Contract Manager 
4751 Trousdale Drive, Suite 110 
Nashville TN 37220 
dave@tomahawkss.com
770-530-9029

 *

Identify the Proposer's primary contact for this Dave Adams 9  *



proposal, include name, title, address, email 
address, and phone number:

Sales & Contract Manager 
4751 Trousdale Drive, Suite 110 
Nashville TN 37220 
dave@tomahawkss.com
770-530-9029

10 Identify the Proposer’s other contacts for this 
proposal, if any, include name, title, address, 
email address, and phone number.

Keith "Wally" Walawender 
CEO
4751 Trousdale Drive, Suite 110 
Nashville, TN 37220 
wally@tomahawkss.com
757-621-7116

 *

Table 2A: Financial Viability and Marketplace Success (50 Points, applies to 
Table 2A and 2B)

# Question Response *

11 Provide a brief history of 
your company and 
industry longevity related 
to the requested Solutions.

Tomahawk Strategic Solutions LLC (TSS) is a veteran-owned, service-
disabled veteran-owned small business specializing in law 
enforcement, military, public safety, and security equipment, training, 
and consulting services. Since its founding, TSS has supported 
federal, state, local, tribal, educational, and private-sector customers 
by providing mission-critical equipment and solutions through direct 
manufacturer relationships and cooperative purchasing programs. 

TSS maintains authorized distributor, dealer, and reseller relationships 
with leading manufacturers of respiratory protection, ballistic helmets, 
body armor, communications equipment, medical products, optics, 
weapons accessories, and tactical equipment. In addition to equipment 
sales, TSS provides training, program management, procurement 
support, and customer service throughout the acquisition lifecycle. The 
company has successfully supported agencies across the United 
States and has experience working with federal agencies, state and 
local law enforcement departments, correctional institutions, 
emergency response organizations, and educational entities. TSS's 
combination of product expertise, training capabilities, and contract 
management experience enables the company to deliver 
comprehensive law enforcement equipment solutions nationwide.

 *

Upon award of a Sourcewell contract, Tomahawk Strategic Solutions 
(TSS) will provide participating entities with streamlined access to a 
comprehensive portfolio of law enforcement, public safety, tactical, 
medical, communications, and protective equipment solutions through 
established manufacturer partnerships and authorized distribution 
channels. TSS will implement a dedicated contract support program 
that includes contract administration, quotation support, product 
sourcing, order management, technical assistance, warranty 
coordination, and post-sale customer support. 

TSS anticipates delivering measurable benefits to participating entities 
by reducing procurement timelines, simplifying the acquisition process, 
and providing access to competitively solicited products and services 

12 Describe what specific 
outcomes or deliverables 
your company anticipates 
upon receiving an award 
from Sourcewell.

 *



through a nationally recognized cooperative purchasing contract. 
Participating agencies will have access to product demonstrations, 
technical evaluations, training resources, implementation support, and 
subject matter expertise throughout the acquisition lifecycle. 

In addition to equipment sales, TSS provides training, program 
management, and procurement support services that help agencies 
identify, evaluate, procure, and sustain mission-critical equipment. 
Through direct manufacturer relationships and experienced personnel 
located throughout the United States, TSS is positioned to support 
customers nationwide with responsive service and comprehensive 
equipment solutions. 

TSS will actively promote the Sourcewell contract through its sales 
team, manufacturer partners, industry trade shows, digital marketing 
platforms, customer outreach efforts, and existing government 
customer relationships. The company has successfully supported 
federal, state, local, tribal, educational, and public safety organizations 
throughout the United States and internationally. 

TSS has also received interest from existing government and public 
safety customers regarding the availability of a Sourcewell contract 
vehicle. Many agencies prefer utilizing competitively awarded 
cooperative purchasing contracts to streamline procurement, reduce 
administrative burden, and accelerate acquisition timelines when 
compared to traditional bidding processes or obtaining multiple 
competitive quotations. TSS anticipates that a Sourcewell award will 
provide participating entities with a more efficient and compliant 
procurement pathway while expanding access to the products, 
services, training, and support necessary to accomplish their missions. 

The anticipated outcome is a nationally available contract vehicle that 
enables participating entities to efficiently procure high-quality law 
enforcement equipment and related services while receiving 
responsive customer support, technical expertise, and long-term 
program assistance from Tomahawk Strategic Solutions.

Provide non-confidential 
indicators that 
demonstrate your 
organization’s financial 
strength and long-term 
stability. Acceptable 
examples include such 
items as:
• Annual revenue range 
(select a range—do not 
provide confidential 
statements) 
• Years in business 
• Publicly available SEC 
filings (if applicable) 
• Third party credit scores 

Tomahawk Strategic Solutions LLC (TSS) was founded in October 
2014 and has successfully supported federal, state, local, tribal, 
educational, and private-sector customers for more than eleven years. 
Throughout its history, TSS has demonstrated consistent growth while 
expanding its customer base, manufacturer partnerships, service 
offerings, and geographic reach. 

TSS serves customers throughout the United States and internationally 
and maintains a diversified business model consisting of equipment 
sales, training, consulting, online learning, and program management 
services. This diversified revenue stream contributes to the company's 
long-term financial strength and organizational stability while allowing 
TSS to continue investing in personnel, technology, operational 
capabilities, and customer support. 

As a non-confidential indicator of financial strength, TSS generated 

13

 *



or ratings (e.g., D&B, bond 
ratings) 
• Letters of credit or 
financial backing from a 
banking institution 

Upload supporting 
documents (as applicable 
in the document upload 
section of your response). 
DO NOT PROVIDE ANY 
TAX INFORMATION OR 
PERSONALLY
IDENTIFIABLE
INFORMATION. Refer to 
RFP Section VI. 
Subsection E. Disposition 
of Proposals.

approximately $10.4 million in total sales during 2024 and 
approximately $12.5 million in total sales during 2025, reflecting 
continued year-over-year growth. TSS maintains long-standing 
relationships with government agencies, corporate clients, 
manufacturers, distributors, and strategic partners throughout the 
public safety and security industries. 

Additional indicators of stability include more than a decade of 
continuous operations, recurring business from existing customers, 
nationwide sales and support capabilities, established relationships 
with more than 100 manufacturers and suppliers, and a diversified 
customer base that includes federal, state, local, tribal, educational, 
corporate, and public safety organizations throughout the United States 
and internationally. 

As supporting documentation, TSS has included a banking reference 
letter from JPMorgan Chase Bank confirming that the company 
maintains accounts in good standing with no past-due amounts or 
adverse account status reflected in the bank's records. 

Tomahawk Strategic Solutions remains committed to sustainable 
growth and maintaining the financial resources, operational 
infrastructure, and customer support capabilities necessary to 
successfully serve participating entities throughout the term of any 
resulting Sourcewell contract.

14 Describe your US market 
share for your proposed 
Solutions.

OR

Provide the number of US 
Education and 
Government entities you 
have served over the past 
three (3) years, along with 
the total number of states 
where you have made 
sales.

Over the past three years, Tomahawk Strategic Solutions has served 
approximately 210 unique U.S. government and educational entities 
and has completed sales in 32 states, the District of Columbia, and 
Puerto Rico. Our customer base includes federal agencies, military 
organizations, Department of Homeland Security components, state 
agencies, state police organizations, county sheriff's offices, municipal 
police departments, fire departments, emergency management 
organizations, transportation authorities, tribal agencies, public safety 
organizations, and educational institutions. 

TSS continues to expand its national footprint through direct sales 
personnel, strategic manufacturer partnerships, cooperative 
purchasing contracts, and long-term customer relationships throughout 
the United States. Our customers range from small municipal agencies 
to large federal, military, and statewide organizations. 

In addition to our U.S. customer base, TSS has also supported 
international government and public safety organizations, including 
agencies in Canada and Australia, demonstrating our ability to support 
customers across a broad range of operational and geographic 
requirements.

 *

Describe your Canadian 
market share for your 
proposed Solutions.

OR

Tomahawk Strategic Solutions has not served Canadian education or 
government entities during the past three years and therefore has not 
recorded qualifying sales within Canadian provinces during that period. 

While TSS's primary customer base is located within the United States, 
the company has previous experience supporting international 

15

 *



Provide the number of 
Canadian Education and 
Government entities you 
have served over the past 
three (3) years, along with 
the total number of 
provinces where you have 
made sales.

government and public safety organizations, including customers in 
Canada and Australia. TSS maintains relationships with numerous 
manufacturers that support customers throughout North America and 
has the operational capability to support Canadian entities through 
established manufacturer, distribution, logistics, and customer support 
networks.

TSS welcomes the opportunity to expand its presence within the 
Canadian public safety, government, and education markets and will 
leverage its existing infrastructure, manufacturer partnerships, and 
contract management experience to effectively serve participating 
Canadian entities under a resulting Sourcewell contract.

16 Does your organization 
have any ongoing or 
completed bankruptcy 
proceedings, or have you 
been included as a 
possible Responsible 
Party within the past seven 
years? If yes, please 
explain. The proposer 
must provide notice in 
writing to Sourcewell if it 
enters bankruptcy 
proceedings at any time 
during the pendency of 
this RFP.

Tomahawk Strategic Solutions LLC has not been involved in any 
ongoing or completed bankruptcy proceedings and has not been 
identified as a Responsible Party in any bankruptcy proceeding within 
the past seven (7) years. 

TSS understands and acknowledges the requirement to provide written 
notice to Sourcewell should the company enter bankruptcy 
proceedings at any time during the pendency of this RFP.  *

17 Does your organization 
have any current and past 
debarments or 
suspensions for Proposer 
and any included possible 
Responsible Party within 
the past seven years? If 
so, please explain. 
Proposer must provide 
notice in writing to 
Sourcewell if it enters a 
debarment or suspension 
status any time during the 
pendency of this RFP 
evaluation.

Tomahawk Strategic Solutions LLC, its principals, and any included 
Responsible Parties have not been subject to any debarment or 
suspension actions. 

TSS understands and acknowledges the requirement to provide written 
notice to Sourcewell should the company or any included Responsible 
Party become subject to a debarment or suspension action at any time 
during the pendency of this RFP evaluation.  *

Tomahawk Strategic Solutions has not received any formal industry 
awards during the past three (3) years that are relevant to this 
solicitation.

During this period, TSS has continued to achieve significant 
organizational milestones, including expanding its national customer 
base, increasing annual revenue, growing its equipment sales division, 
expanding cooperative purchasing participation, launching new product 
initiatives, and supporting more than 200 government and educational 

18 Describe any relevant 
industry awards or 
achievements that your 
organization has received 
in the past three (3) years, 
including the year 
received.

 *



entities across 32 states, the District of Columbia, and Puerto Rico. 
TSS has also expanded its manufacturer partnerships and continued to 
support federal, state, local, tribal, military, educational, and public 
safety organizations throughout the United States. 

TSS considers its sustained growth, customer retention, contract 
performance, and continued expansion within the public safety and 
security markets to be significant indicators of organizational 
achievement and industry credibility.

19 What percentage of your 
sales were to the 
government sector in the 
past three (3) years? This 
and the following line 
should not exceed 100%.

Approximately 70% of Tomahawk Strategic Solutions' sales during the 
past three years have been to government entities. Government sector 
sales include federal agencies, military organizations, state agencies, 
law enforcement agencies, fire departments, emergency management 
organizations, transportation authorities, tribal entities, and other 
public-sector customers. This percentage is based on an evaluation of 
the company's revenue mix and customer base over the reporting 
period.

 *

20 What percentage of your 
sales were to the 
education sector in the 
past three (3) years? This 
and the previous line 
should not exceed 100%.

Approximately 2% of Tomahawk Strategic Solutions' sales during the 
past three years have been to educational entities. Education sector 
sales include educational institutions, school districts, colleges, 
universities, and school-related public safety organizations. This 
percentage is based on an evaluation of the company's revenue mix 
and customer base over the reporting period.

 *

Tomahawk Strategic Solutions currently holds and participates in 
multiple state, cooperative, and federal purchasing agreements, 
including: 

**NJ Cooperative Purchasing Alliance (CK04) – Cooperative 
Purchasing Agreement** 

* 2023 Sales Volume: $1,049,287.83 
* 2024 Sales Volume: $920,790.97 
* 2025 Sales Volume: $1,745,806.86 
* 2026 YTD Sales Volume: $234,605.78 

**New Jersey State Contract T0790 – Firefighter Protective Gear, 
Equipment and Supplies** 

* Statewide Purchasing Agreement 
* Awarded March 20, 2026 
* Sales Volume to Date: $0.00 (Newly Awarded Contract) 

**Pennsylvania State Ballistic Contract** 

* Active State Purchasing Agreement 
* Total Sales Volume: $121,716.36 

**Arkansas Department of Public Safety State Contract #46000-
56855**

* Active State Purchasing Agreement 

21 List all state and 
cooperative purchasing 
agreements that you hold. 
Include the sales volume 
for each of these 
agreements over the past 
three (3) years.

 *



* Total Sales Volume: $176,492.45 

**TIPS Contract #250101 – Safety Equipment, Supplies and Services** 

* Active through March 31, 2028 
* Sales Volume: $0.00 

**TIPS Contract #260202 – Security Systems, Products, and 
Services**

* Active through April 30, 2029 
* Sales Volume: $0.00 

Tomahawk Strategic Solutions utilizes these contract vehicles to 
provide compliant purchasing solutions to federal, state, local, tribal, 
educational, military, and public safety organizations throughout the 
United States. The company has successfully administered 
cooperative, state, and federal contract vehicles and continues to 
expand contract availability to provide customers with efficient and 
compliant procurement options.

22 List any GSA contracts or 
Standing Offers and 
Supply Arrangements 
(SOSA) that you hold. 
Include the sales volume 
for each of these contracts 
over the past three (3) 
years.

Tomahawk Strategic Solutions, LLC currently holds a GSA Multiple 
Award Schedule (MAS) contract. Based on information provided by our 
GSA Contracting Officer, total reported GSA contract revenue for the 
most recent three-year reporting period is $1,187,566.50. 

Tomahawk Strategic Solutions utilizes its GSA contract to support 
federal agencies and eligible purchasing entities seeking streamlined 
procurement of equipment, training, and related professional services. 
The company maintains experience supporting customers through 
multiple federal, state, local, and cooperative purchasing vehicles and 
remains committed to expanding contract utilization opportunities 
through the resulting Sourcewell Master Agreement. 

Tomahawk Strategic Solutions does not currently hold any Canadian 
Standing Offers and Supply Arrangements (SOSA).

 *

Table 2B: References/Testimonials

Line Item 23. Supply reference information from three customers who are eligible to be Sourcewell participating entities.

Entity Name * Contact Name * Phone Number *

Port Authority of New York & New Jersey SGT Ron Sandgran 201-747-0628  *

Bergen County Prosecutors Office Juan Arroyave 201-543-1870  *

Metro Nashville PD Ryan Lockwood 615-948-1372  *

Table 3: Ability to Sell and Deliver Solutions (150 Points)

Describe your company’s capability to meet the needs of Sourcewell participating entities across the US and Canada, as applicable. 



# Question Response *

24 How is your 
organization best 
described: is it a 
manufacturer, a 
distributor/dealer/resell
er, or a service 
provider? Answer the 
question that best 
applies to your 
organization, either a) 
or b). 
a) If your company is 
best described as a 
distributor/dealer/resell
er (or similar entity), 
provide your written 
authorization to act as a 
distributor/dealer/resell
er for the manufacturer 
of the products 
proposed in this RFP. If 
applicable, is your 
dealer network 
independent or 
company owned? 
b) If your company is 
best described as a 
manufacturer or service 
provider, describe your 
relationship with your 
sales and service force 
and with your dealer 
network in delivering 
the products and 
services proposed in 
this RFP. Are these 
individuals your 
employees, or the 
employees of a third 
party?

Tomahawk Strategic Solutions LLC is best described as a distributor, 
dealer, reseller, and service provider of public safety, defense, security, 
tactical, medical, communications, and training solutions. 

TSS maintains authorized distributor, dealer, reseller, and partner 
relationships with numerous leading manufacturers whose products are 
proposed under this RFP. Representative manufacturer authorization 
letters and supporting documentation have been provided as part of this 
submission. Additional manufacturer authorizations and supporting 
documentation are available upon request. 

TSS operates through an independent sales and service model utilizing 
company employees and authorized manufacturer representatives. TSS 
does not operate a company-owned dealer network. Product sales, 
contract administration, customer support, project management, training 
coordination, and fulfillment activities are managed directly by TSS 
personnel in coordination with manufacturer partners as required. 

TSS's manufacturer relationships allow the company to provide customers 
with a broad range of equipment, services, training, and support solutions 
through a single procurement source while maintaining compliance with 
manufacturer warranty, support, and distribution requirements.

Describe your sales 
force, their locations 
(e.g., regions, 
territories), number of 
direct employees (full-
time equivalents) 
involved in each sector 
(GOV/EDU), and 
overlap between sales 
and service, as it 
relates to the requested 

Tomahawk Strategic Solutions maintains a nationwide sales, training, and 
customer support organization focused on government, public safety, 
military, emergency management, educational, and security markets. The 
company employs more than 30 full-time employees and supports 
customers throughout the United States through personnel located across 
multiple regions and territories. In addition, TSS maintains a nationwide 
network of more than 100 contract instructors, subject matter experts, and 
specialized training personnel who support customer training and 
operational requirements. 

TSS currently maintains three dedicated full-time sales professionals 

25

 *



Solutions. responsible for business development, contract administration, proposal 
development, customer support, and account management. In addition, 
TSS utilizes its nationwide training cadre as an extension of its sales and 
customer support organization. Because TSS delivers training programs 
directly to law enforcement, military, security, and public safety 
organizations, training personnel often spend multiple days onsite with 
customers, allowing them to better understand operational requirements 
and identify equipment, training, and programmatic needs.

26 Describe your network 
of Authorized Sellers 
who will deliver 
Solutions, including the 
number and locations 
of dealers, distributors, 
resellers, and other 
distribution methods, as 
it relates to the 
requested Solutions.

Tomahawk Strategic Solutions primarily utilizes a direct sales and 
customer support model rather than a traditional company-owned dealer 
network. Solutions offered under this RFP are delivered through TSS 
employees, authorized manufacturer partnerships, strategic distribution 
relationships, and a nationwide network of subject matter experts and 
training personnel. 

TSS employs more than 30 full-time personnel and supports customers 
throughout the United States through dedicated sales professionals, 
contract administrators, project managers, and customer support 
personnel. In addition, TSS maintains a nationwide network of more than 
100 contract instructors and subject matter experts who support customer 
engagement, training delivery, equipment evaluations, implementation, 
and post-sale support activities. 

TSS maintains authorized distributor, dealer, reseller, and partner 
relationships with numerous manufacturers serving the public safety, 
defense, security, communications, medical, and training markets. 
Products are delivered through a combination of direct shipment from 
manufacturers, authorized distribution partners, and TSS-managed 
fulfillment processes depending on customer requirements and product 
type.

In addition to direct sales, TSS supports a network of business-to-
business (B2B) customers, distributors, integrators, and industry partners 
by providing access to specialized equipment, manufacturer relationships, 
and contract vehicles. Where permitted by the applicable contract terms 
and customer requirements, TSS facilitates cooperative purchasing and 
pass-through procurement opportunities that allow local providers and 
industry partners to leverage established contract vehicles while 
maintaining compliance with contract requirements, pricing structures, 
reporting obligations, and manufacturer authorization requirements. TSS 
remains actively involved in project coordination, sourcing, contract 
administration, customer support, and fulfillment oversight to ensure 
participating entities receive the full benefit of the contract vehicle and 
associated manufacturer support. 

This model enables TSS to provide nationwide coverage while maintaining 
responsive customer support, technical expertise, training capabilities, and 
efficient product delivery throughout the United States and its territories.

 *

Describe your service 
force, their locations 
(e.g., regions, 
territories), number of 

Tomahawk Strategic Solutions maintains a nationwide service and support 
organization dedicated to supporting government, public safety, military, 
emergency management, educational, and security customers. The 
company employs more than 30 full-time personnel and maintains a 
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direct employees (full-
time equivalents) 
involved in each sector 
(GOV/EDU), and 
overlap between sales 
and service, as it 
relates to the requested 
solutions.

nationwide network of more than 100 contract instructors, subject matter 
experts, and specialized training personnel who support customer 
requirements throughout the United States. 

While TSS is headquartered in Tennessee, personnel are located 
throughout multiple regions of the United States, including the Southeast, 
Mid-Atlantic, Northeast, Midwest, South Central, and Western regions. 
This distributed workforce allows TSS to provide responsive support to 
customers nationwide while leveraging both local and regional expertise. 

TSS service personnel support customers through training delivery, 
technical assistance, equipment evaluations, implementation support, 
product familiarization, program management, contract administration, and 
post-sale customer service activities. The company’s service force 
supports federal, state, local, tribal, military, transportation, and 
educational organizations nationwide. 

A significant overlap exists between TSS sales and service functions. 
Unlike traditional distribution models, TSS trainers, instructors, and subject 
matter experts frequently work directly with customer organizations for 
extended periods while delivering training and operational support. This 
engagement provides TSS personnel with a detailed understanding of 
customer missions, operational requirements, equipment challenges, and 
future program needs. Dedicated sales personnel then work alongside 
training and service personnel to develop and implement solutions that 
best support the customer. 

This integrated service model enables TSS to provide responsive support 
before, during, and after procurement activities while leveraging the 
expertise of both full-time personnel and specialized contract instructors 
throughout the United States.

Tomahawk Strategic Solutions utilizes a consultative sales and project 
management approach to support customer requirements from initial 
inquiry through final delivery and post-sale support. The process typically 
begins with direct engagement between the customer and TSS sales 
personnel, trainers, subject matter experts, or manufacturer partners to 
identify operational requirements, evaluate available solutions, and 
determine the most appropriate procurement pathway. 

Following the consultation process, TSS works with the customer to 
develop equipment recommendations, budgetary estimates, formal 
quotations, demonstrations, evaluations, training opportunities, and 
procurement options. Where applicable, TSS assists customers in utilizing 
existing cooperative purchasing agreements, state contracts, federal 
contract vehicles, or other compliant procurement methods to streamline 
the acquisition process. 

Once an order is received, TSS personnel manage order entry, contract 
compliance, manufacturer coordination, project management, logistics 
planning, and customer communications. Depending on the product and 
customer requirements, fulfillment may occur through direct shipment from 
authorized manufacturers, authorized distribution partners, or TSS-

28 Describe the ordering 
process from 
sales/consultation, how 
the order is placed, 
through project/order 
fulfillment. If orders are 
handled by distributors, 
dealers, or others, 
explain their roles and 
responsibilities in the 
ordering process.  *



managed fulfillment processes. TSS personnel remain engaged 
throughout the process to monitor order status, coordinate deliveries, 
resolve issues, and ensure customer requirements are met. 

For larger projects, TSS coordinates directly with manufacturers, 
distributors, training personnel, and customer stakeholders to support 
implementation, equipment deployment, training, and ongoing support 
activities. TSS maintains regular communication throughout the project 
lifecycle to ensure successful execution. 

In addition to direct sales, TSS supports qualified business-to-business 
(B2B) partners and industry collaborators. Where permitted by contract 
terms and customer requirements, TSS facilitates cooperative purchasing 
and pass-through procurement opportunities that allow participating 
entities to leverage existing contract vehicles while maintaining 
compliance with contract requirements, manufacturer authorization 
requirements, reporting obligations, and pricing structures. TSS remains 
actively involved in contract administration, sourcing, project management, 
fulfillment oversight, and customer support throughout the process. 

Following delivery, TSS continues to provide customer support, warranty 
coordination, manufacturer engagement, technical assistance, training 
support, and account management services to ensure long-term customer 
success.

Tomahawk Strategic Solutions is committed to providing responsive, 
customer-focused support throughout the entire customer lifecycle. 
Customer service is provided through a combination of dedicated account 
managers, contract administrators, project managers, customer support 
personnel, training staff, manufacturer representatives, and subject matter 
experts. This integrated approach allows TSS to respond quickly to 
customer inquiries while leveraging specialized expertise when required. 

TSS strives to acknowledge and respond to all customer emails and 
telephone inquiries within one business day (24 hours), with many 
inquiries receiving same-day responses. Customer inquiries may be 
submitted through direct contact with account representatives, customer 
service personnel, project managers, training staff, or company 
leadership. 

TSS strives to provide standard quotations within 24 to 72 hours of 
receiving a complete request. Quote turnaround times may vary 
depending on the complexity of the requirement, the number of 
manufacturers involved, technical review requirements, product 
availability, training requirements, and overall project scope. For larger or 
more complex opportunities, TSS works closely with the customer to 
establish realistic timelines and provide regular status updates throughout 
the quotation process. 

TSS utilizes a tiered escalation process to ensure issues are addressed 
efficiently. Initial inquiries are handled by the assigned account 
representative, contract administrator, or customer support personnel. 
Issues requiring technical expertise, manufacturer involvement, warranty 

29 Describe, in detail, the 
process and procedure 
of your customer 
service program. 
Include your response 
–times, escalation 
protocols, issue 
resolution timeframes, 
as well as any 
incentives that help 
your providers meet 
your stated service 
goals or promises.

 *



support, logistics coordination, or executive review are escalated to the 
appropriate subject matter experts, manufacturer representatives, project 
managers, or company leadership. Escalations remain actively managed 
until resolution and customers receive regular status updates throughout 
the process. 

Because many products offered by TSS are manufactured and fulfilled 
through third-party partners, final resolution timelines may vary depending 
upon product availability, manufacturing lead times, warranty 
requirements, and logistics considerations. TSS works closely with 
manufacturers and suppliers to facilitate on-time delivery while maintaining 
proactive communication with customers throughout the process. The 
company places significant emphasis on transparency and communication 
to ensure customers remain informed regarding project status, lead times, 
delays, and delivery expectations so there are no surprises. 

A significant advantage of the TSS customer service model is the overlap 
between sales, training, and service functions. Because TSS personnel 
often maintain long-term relationships with customers through equipment 
programs, training events, consulting engagements, and recurring support 
activities, customers have direct access to individuals who understand 
their operational requirements and organizational needs. This continuity 
improves communication, accelerates issue resolution, and enhances 
overall customer satisfaction. 

TSS measures success through customer retention, repeat business, 
contract renewals, responsive communication, and long-term customer 
relationships. Personnel are expected to take ownership of customer 
issues, coordinate resources, and remain engaged until the customer's 
needs have been addressed.

Tomahawk Strategic Solutions is well-positioned to support Sourcewell 
participating entities throughout the United States through a combination 
of established manufacturer relationships, experienced personnel, national 
training resources, and proven contract administration capabilities. 

Unlike traditional distributors that focus solely on product sales, TSS 
combines equipment procurement, training, technical expertise, and 
project management into a single solution. This approach allows 
participating entities to work with one organization for product selection, 
procurement support, implementation, training, and ongoing customer 
support. 

TSS currently supports customers ranging from small municipal agencies 
to large state, regional, and federal organizations. The company has 
experience managing projects involving individual equipment purchases, 
agency-wide equipment programs, training initiatives, and multi-
manufacturer deployments. TSS also maintains multiple cooperative, 
state, and federal contract vehicles that help streamline procurement and 
improve purchasing efficiency for government and educational customers. 

Through its network of employees, instructors, subject matter experts, 
manufacturer partners, and distribution resources, TSS has the capability 

30 Describe your capability 
to provide the 
requested Solutions to 
Sourcewell participating 
entities in the United 
States.

 *



to provide responsive support, nationwide delivery, training, technical 
assistance, and long-term customer service to Sourcewell participating 
entities across the United States.

31 Define any specific 
requirements or 
restrictions that would 
apply to our 
participating entities in 
Hawaii and Alaska and 
in US Territories.

Tomahawk Strategic Solutions does not impose any unique requirements 
or restrictions on Sourcewell participating entities located in Alaska, 
Hawaii, or U.S. Territories. 

TSS has previous experience supporting customers in Alaska and U.S. 
Territories and has established processes for coordinating shipping, 
logistics, training, and customer support in geographically remote 
locations. The company has also provided quotations and support to 
organizations in Hawaii and is prepared to support participating entities 
throughout the United States, including Alaska, Hawaii, and U.S. 
Territories.

Delivery schedules, freight costs, and lead times may vary depending on 
product type, manufacturer location, carrier availability, and destination; 
however, TSS works closely with customers, manufacturers, and logistics 
providers to identify the most effective delivery solution and communicate 
any applicable timelines or costs in advance. TSS's goal is to ensure 
participating entities receive the same level of service, communication, 
and support regardless of location.

32 Describe your capability 
to provide the 
requested Solutions to 
Sourcewell participating 
entities in Canada.

Tomahawk Strategic Solutions has the capability to support Sourcewell 
participating entities located in Canada through established manufacturer 
relationships, training resources, and prior experience supporting 
Canadian customers. TSS has previously provided both training and 
equipment solutions within Canada and maintains relationships with 
manufacturers and industry partners that support Canadian operations. 

In addition, TSS maintains business relationships and operational 
experience within Canada through affiliated business activities and 
manufacturer partnerships, providing familiarity with Canadian customers, 
logistics considerations, and cross-border coordination requirements. 

While the majority of TSS operations are currently focused on the United 
States market, the company is prepared to support Canadian participating 
entities by coordinating product sourcing, training, project management, 
logistics, and customer support through its existing personnel, 
manufacturer network, and industry partnerships. 

TSS will work closely with participating entities, manufacturers, and 
logistics providers to ensure compliance with applicable import, export, 
shipping, and regulatory requirements while delivering the same level of 
customer service, communication, and support provided to customers 
throughout the United States.

 *

Tomahawk Strategic Solutions does not identify any geographic areas 
within the United States or Canada that would be excluded from service 
under the proposed agreement. 

TSS is prepared to support Sourcewell participating entities throughout all 
50 states, the District of Columbia, U.S. Territories, and Canada. Through 

33 Identify any geographic 
areas of the United 
States or Canada that 
you will NOT be fully 
serving through the 
proposed agreement.

 *



its nationwide personnel network, manufacturer partnerships, logistics 
resources, and training capabilities, TSS can provide products, services, 
training, and customer support regardless of geographic location. 

While freight costs, lead times, and logistics considerations may vary 
based on destination and product requirements, these factors do not limit 
TSS's ability to serve participating entities under the proposed agreement.

34 Identify any account 
type or Participating 
Entity type from the 
RFP that will not have 
full access to the 
requested Solutions if 
an agreement is 
awarded, along with the 
reason(s) why.

Tomahawk Strategic Solutions does not identify any participating entity 
type listed within the RFP that would be excluded from accessing the 
requested solutions under the proposed agreement. 

TSS supports a broad range of customers, including federal, state, local, 
tribal, educational, public safety, emergency management, transportation, 
military, and other governmental organizations. The company is prepared 
to make the proposed products, services, training, and support solutions 
available to all eligible Sourcewell participating entities in accordance with 
the terms of the awarded agreement. 

Certain individual products may be subject to manufacturer-imposed sales 
restrictions, regulatory requirements, export controls, end-user 
certifications, or other legal and contractual limitations. In such cases, TSS 
will work directly with the participating entity and manufacturer to 
determine eligibility and identify compliant alternatives when available. 
These product-specific requirements do not restrict access to the overall 
agreement or the solutions proposed under this RFP.

 *

35 Will Proposer extend 
terms of any awarded 
master agreement to 
nonprofit entities?

Yes. Tomahawk Strategic Solutions will extend the terms and pricing of 
any awarded Sourcewell master agreement to eligible nonprofit 
organizations in accordance with Sourcewell policies and the terms of the 
awarded agreement. 

TSS has experience supporting a wide range of public-sector, educational, 
charitable, emergency response, and nonprofit organizations. In addition, 
through its affiliated charitable initiatives, TSS has worked with nonprofit 
organizations and understands the unique budgetary, operational, and 
procurement challenges these organizations often face. 

Eligible nonprofit organizations will have access to the same contract 
pricing, products, services, training, and support solutions available to 
other participating entities, subject to applicable manufacturer 
requirements, regulatory restrictions, and contract terms.

 *

Table 4: Marketing Plan (100 Points)

# Question Response *

Describe your 
marketing
strategy, including 
tactics/methods
and timelines for 
promoting this 

If awarded a Sourcewell contract, Tomahawk Strategic Solutions (TSS) will 
implement a comprehensive multi-channel marketing strategy designed to 
promote contract awareness, increase utilization, and simplify procurement for 
participating entities throughout the United States and Canada. 

Within the first 30 days of contract award, TSS will develop and publish a 
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dedicated Sourcewell contract landing page on its website highlighting contract 
information, participating manufacturer offerings, ordering instructions, contract 
benefits, points of contact, and cooperative purchasing resources. The contract 
will also be incorporated into internal sales training, customer presentations, 
proposal templates, quotations, and account management processes to ensure 
all personnel are prepared to support participating entities. 

Within the first 60 to 90 days following award, TSS will initiate direct outreach 
efforts to existing customers, prospects, and industry partners through targeted 
email campaigns, customer communications, and its quarterly company 
newsletter. TSS maintains a communications database of 8,500 subscribers 
who receive newsletters, product announcements, training updates, event 
invitations, and contract-related communications. In addition, TSS maintains 
more than 1,000 direct government, public safety, military, educational, and 
industry contacts within its Salesforce CRM platform. 

TSS maintains an active digital presence with more than 14,000 combined 
followers across LinkedIn, Instagram, Facebook, and other social media 
platforms. These channels are utilized to share educational content, product 
announcements, training opportunities, industry updates, and cooperative 
purchasing resources. TSS will leverage these platforms to increase 
Sourcewell contract awareness and communicate the benefits of cooperative 
purchasing to participating entities. 

TSS utilizes Salesforce CRM to manage customer engagement, track 
opportunities, coordinate marketing activities, and identify organizations that 
may benefit from cooperative purchasing solutions. The company also works 
with Graham Media Partners (GMP) to develop professional marketing 
materials, white papers, product spotlights, educational content, case studies, 
digital campaigns, videos, and other resources designed to educate customers 
on available solutions, emerging technologies, and cooperative purchasing 
opportunities. These resources will be leveraged to promote the Sourcewell 
contract and increase contract utilization. 

TSS maintains a nationwide sales, training, and support network that provides 
significant opportunities to promote the contract directly to participating entities. 
The company participates in conferences, trade shows, association events, and 
industry meetings throughout the year, often attending or exhibiting at events 
on a monthly basis. Examples include the National Tactical Officers Association 
(NTOA) Conference, Louisiana Sheriffs' Association Conference, gang and 
public safety conferences, regional law enforcement events, and numerous 
manufacturer-sponsored programs. TSS also hosts multiple company-
sponsored gear and technology demonstration events annually, providing direct 
engagement opportunities with decision makers, procurement personnel, 
instructors, and end users. These events serve as a platform to educate 
agencies on cooperative purchasing and the advantages of utilizing the 
Sourcewell contract. 

A unique advantage of TSS is its nationwide training network. The company 
employs more than 30 full-time personnel and maintains a network of more 
than 100 contract instructors and subject matter experts who regularly deliver 
training programs to law enforcement, public safety, military, and government 
organizations throughout the United States. These engagements provide direct 

opportunity to 
participating
entities for the 
requested
solutions. Upload 
optional samples 
of your marketing 
materials.



access to agency personnel and leadership and create opportunities to educate 
participating entities about available contract solutions while maintaining 
compliance with procurement requirements. 

TSS will also leverage its network of manufacturer partners, distributors, 
integrators, and business-to-business (B2B) relationships to expand awareness 
of the contract and increase utilization opportunities. Where permitted by 
contract terms, these relationships help participating entities identify efficient 
procurement pathways while maintaining compliance with contract 
requirements.

Several existing customers have already expressed interest in utilizing a 
national cooperative purchasing contract vehicle such as Sourcewell to 
streamline procurement and reduce the need for separate competitive 
solicitations. TSS intends to actively promote the Sourcewell contract as a 
procurement solution that provides participating entities with access to 
equipment, training, services, and technical expertise through a compliant and 
efficient purchasing process. 

TSS will continuously evaluate contract utilization, customer engagement, 
outreach effectiveness, and customer feedback to ensure the Sourcewell 
contract remains visible, accessible, and beneficial to participating entities 
throughout the contract term.

Tomahawk Strategic Solutions (TSS) utilizes a combination of customer 
relationship management (CRM) technology, digital marketing platforms, 
website analytics, email communications, social media, and customer 
engagement data to enhance and optimize its marketing strategy and increase 
awareness of cooperative purchasing opportunities. 

TSS utilizes Salesforce CRM as its primary customer relationship management 
platform to manage customer engagement, track opportunities, monitor sales 
pipelines, coordinate outreach activities, and support contract utilization efforts. 
Salesforce enables TSS to organize and segment customer data, identify target 
audiences, track customer interactions, monitor event participation, and ensure 
consistent communication with government, public safety, military, educational, 
and industry customers. 

TSS maintains a communications database consisting of 8,500 subscribers 
who receive newsletters, product announcements, training updates, event 
invitations, educational content, and contract-related communications. In 
addition, TSS maintains more than 1,000 direct government, public safety, 
military, educational, and industry contacts within Salesforce. Customer 
engagement metrics such as email delivery rates, open rates, click-through 
rates, event registrations, and campaign participation are reviewed to evaluate 
effectiveness and improve future communications. 

TSS maintains an active digital presence across multiple social media 
platforms, including LinkedIn, Instagram, and Facebook, with a combined 
audience exceeding 14,000 followers. These platforms are utilized to distribute 
educational content, product updates, training opportunities, industry news, 
event information, and cooperative purchasing resources. Social media 
engagement metrics are monitored to identify customer interests, improve 

37 Describe your use 
of technology and 
digital data (e.g., 
specific social 
media platforms, 
metadata usage) 
to enhance and/or 
optimize your 
marketing strategy 
described above.

 *



content delivery, and increase contract awareness among participating entities. 

The company utilizes website-based marketing strategies, including contract-
specific landing pages, resource libraries, educational content, event 
registration tools, and manufacturer information pages. Website analytics and 
user engagement data are reviewed to better understand customer interests, 
optimize content, and improve the overall customer experience. 

In partnership with Graham Media Partners (GMP), TSS develops professional 
digital marketing assets including white papers, product spotlights, videos, 
educational content, case studies, targeted campaigns, website content, and 
other marketing resources designed to inform customers about emerging 
technologies, procurement options, training opportunities, and cooperative 
purchasing solutions. These resources are distributed through multiple digital 
channels to maximize visibility, customer engagement, and contract 
awareness.

TSS also utilizes digital technologies to support conference participation, 
company-hosted gear and technology demonstration events, customer 
registration, event communications, and post-event follow-up activities. Data 
collected through these activities helps TSS better understand customer 
requirements and identify opportunities to provide relevant products, services, 
training, and support. 

By integrating CRM technology, digital communications, website analytics, 
social media platforms, customer engagement data, and professional 
marketing resources, TSS continuously evaluates and refines its marketing 
efforts to improve outreach effectiveness, customer engagement, contract 
awareness, and overall contract utilization.

Tomahawk Strategic Solutions views Sourcewell as a strategic partner in 
promoting awarded agreements and expanding awareness of cooperative 
purchasing opportunities among participating entities. Sourcewell's role is to 
provide a nationally recognized and trusted cooperative purchasing platform 
that simplifies procurement, promotes contract visibility, and connects 
participating entities with competitively awarded solutions. 

TSS believes Sourcewell plays an important role in educating participating 
entities about the benefits of cooperative purchasing, maintaining contract 
information and resources, supporting participating entity engagement, and 
promoting awarded contracts through its website, marketing initiatives, events, 
and member communications. 

At the same time, TSS recognizes that successful contract utilization is a 
shared responsibility. While Sourcewell provides the cooperative purchasing 
framework, visibility, and member network, TSS is responsible for actively 
promoting the contract, educating customers, supporting procurement 
activities, and driving utilization through direct customer engagement, training 
programs, conferences, digital marketing, manufacturer partnerships, and 
ongoing customer support. 

By combining Sourcewell's national reach and reputation with TSS's sales, 
training, marketing, and customer support capabilities, participating entities 

38 In your view, what 
is Sourcewell’s 
role in promoting 
agreements
resulting from this 
RFP?

 *



benefit from increased awareness, simplified procurement, and access to high-
quality products, services, and solutions.

39 Describe how your 
organization will 
integrate a 
Sourcewell
awarded
agreement (e.g., 
training,
incentives) into 
your sales 
process.

Tomahawk Strategic Solutions will fully integrate any awarded Sourcewell 
agreement into its sales, marketing, customer support, and training processes 
to ensure participating entities are aware of and able to utilize the contract 
efficiently. 

Upon award, the Sourcewell contract will be incorporated into internal sales 
training programs, onboarding materials, proposal templates, quotation 
processes, customer-facing presentations, and account management 
procedures. Sales personnel, account managers, project managers, customer 
support personnel, trainers, and administrative staff will be educated on 
contract eligibility, purchasing procedures, available solutions, and the benefits 
of cooperative purchasing through Sourcewell. 

TSS will integrate the Sourcewell contract into its Salesforce CRM platform to 
help identify eligible participating entities, track contract opportunities, and 
ensure cooperative purchasing options are considered during customer 
engagements. The contract will be included as a standard procurement option 
during customer consultations, equipment evaluations, training engagements, 
budget discussions, and project planning activities. 

A unique advantage of TSS is its integrated sales and training model. The 
company employs more than 30 full-time personnel and maintains a nationwide 
network of more than 100 contract instructors and subject matter experts who 
regularly interact with government, public safety, military, and educational 
organizations. Contract awareness will be incorporated into appropriate training 
events, demonstrations, customer meetings, and educational programs, 
allowing participating entities to learn about available procurement options 
while discussing operational requirements and solution development. 

The Sourcewell contract will also be incorporated into TSS marketing initiatives, 
including contract-specific website content, landing pages, newsletters, digital 
marketing campaigns, social media outreach, conference participation, gear 
and technology demonstration events, and manufacturer-supported marketing 
activities. Contract information will be readily available to customers through 
both digital and in-person engagement channels. 

TSS does not rely on a separate incentive program to promote one contract 
vehicle over another. Instead, personnel are trained to identify and recommend 
the procurement solution that best meets the customer's requirements. An 
awarded Sourcewell agreement will become a standard procurement option 
within TSS's sales process and will be actively presented whenever it provides 
value, efficiency, and purchasing advantages to eligible participating entities. 

Through training, CRM integration, marketing activities, customer engagement, 
and ongoing sales support, TSS will ensure that a Sourcewell agreement is 
fully integrated into daily operations and consistently promoted throughout the 
organization.

Are your Solutions 
available through 
an e-Procurement 

Tomahawk Strategic Solutions supports electronic procurement processes 
through a variety of government and institutional procurement platforms; 
however, the company does not currently operate a traditional e-commerce 
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or e-Commerce 
ordering process? 
If so, describe your 
system(s) AND 
provide one (1) 
example of how 
governmental and 
educational
customers have 
successfully
utilized them.

storefront or online shopping cart. TSS utilizes a consultative, quote-driven 
sales process that allows customers to receive customized solutions, pricing, 
and support based on their specific operational, technical, and procurement 
requirements.

TSS is currently active within multiple electronic procurement environments and 
regularly supports customers through platforms such as NC eProcurement, 
SAP Ariba, IonWave, BidNet, Periscope, Bonfire, and other government 
purchasing and solicitation systems. Customers may also submit quote 
requests electronically through the TSS website, email, procurement portals, or 
direct communication with TSS personnel. 

The company's approach is intentionally designed to provide a higher level of 
customer service than a traditional e-commerce platform. Many TSS projects 
involve multiple manufacturers, specialized equipment, training requirements, 
contract vehicles, implementation support, and customized configurations. As a 
result, TSS works directly with customers to develop tailored solutions rather 
than relying solely on a standardized online catalog. 

Example: Government entities routinely utilize procurement platforms such as 
Ariba, IonWave, BidNet, Periscope, and Bonfire to identify opportunities, 
request quotations, issue solicitations, and process procurement activities with 
TSS. Through these systems, customers are able to electronically engage 
TSS, receive quotations, submit purchase orders, and complete procurement 
transactions while maintaining compliance with their internal purchasing 
requirements and applicable procurement regulations. 

TSS continues to evaluate additional e-procurement and digital ordering 
capabilities and remains committed to supporting the electronic procurement 
processes utilized by government and educational customers.

Table 5A: Value-Added Attributes (100 Points, applies to Table 5A and 5B)

# Question Response *

Training is a core component of Tomahawk Strategic Solutions' business 
model and represents a significant differentiator from traditional equipment 
distributors. In addition to providing equipment and services, TSS delivers 
training, consulting, technical assistance, and implementation support to 
government, public safety, military, educational, and other participating entities 
throughout the United States. 

TSS employs full-time training personnel and maintains a nationwide network 
of more than 100 contract instructors and subject matter experts with 
operational experience in law enforcement, military, emergency response, 
public safety, tactical operations, leadership, communications, medical 
response, and related disciplines. TSS personnel regularly conduct training 
engagements throughout the United States, often supporting multiple training 
events each month that may span several days in duration. Training may be 
delivered directly by TSS personnel, qualified contract instructors, 
manufacturer representatives, or a combination thereof depending on the 
products and services being provided. 

41 Describe any 
training programs 
related to your 
proposed
Solution(s)
available to 
Sourcewell
participating
entities.  
Include details, 
such as whether 
training is standard 
or optional, who 
provides training, 
delivery methods, 
and any costs that 
apply.
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Training opportunities vary by solution and customer requirements. Certain 
products include standard familiarization, orientation, implementation support, 
or manufacturer-provided instruction as part of the purchase process. 
Additional training services are available as optional offerings and may include 
instructor-led courses, train-the-trainer programs, equipment operator training, 
product-specific certification programs, leadership development, tactical 
training, medical training, communications training, consulting services, and 
customized agency programs. 

Training may be delivered through multiple methods, including on-site 
instruction, regional training events, conferences, workshops, demonstrations, 
webinars, virtual instruction, train-the-trainer programs, and manufacturer-
sponsored educational events. TSS also hosts gear and technology 
demonstration events that allow participating entities to evaluate equipment, 
receive hands-on instruction, and interact directly with instructors, manufacturer 
representatives, and subject matter experts. 

Training costs vary based on the scope, duration, location, instructor 
requirements, travel requirements, and customer objectives. Some training 
may be included as part of equipment purchases or manufacturer support 
programs, while advanced, customized, or stand-alone training programs may 
be offered at additional cost. All training-related costs, if applicable, are clearly 
identified and communicated to participating entities prior to engagement. 

TSS works closely with participating entities to identify training requirements 
and develop solutions that support successful implementation, operational 
effectiveness, user proficiency, and long-term program success.

Tomahawk Strategic Solutions provides access to a broad range of 
technologically advanced products, services, training, and operational solutions 
that support public safety, military, emergency response, educational, and 
government organizations. Through its extensive network of manufacturer, 
distributor, and industry partnerships, TSS provides participating entities with 
access to both current and emerging technologies across multiple product 
categories.

Examples of technological advancements available through the proposed 
solutions include lightweight ballistic protection systems utilizing advanced 
materials and manufacturing techniques; modern respiratory protection 
systems featuring improved ergonomics, communications integration, and 
enhanced protection capabilities; advanced hearing protection and 
communications systems that improve situational awareness while maintaining 
hearing protection; and next-generation optics, illumination, observation, and 
surveillance technologies designed to enhance operational effectiveness. 

Additional technologies available through TSS include integrated medical and 
emergency response solutions, advanced load carriage and personal 
equipment systems, communications accessories, protective equipment, 
training technologies, and mission-specific equipment designed to improve 
user performance, comfort, safety, and operational efficiency. Many solutions 
incorporate advancements in materials science, weight reduction, durability, 
modularity, environmental protection, and human performance optimization. 

42 Describe any 
technological
advances that your 
proposed
Solutions offer.
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A significant advantage of TSS is its ability to rapidly identify, evaluate, and 
introduce emerging technologies to participating entities. Because TSS works 
closely with manufacturers, distributors, instructors, subject matter experts, and 
end users, the company is able to monitor industry developments and provide 
customers with access to newly released products, equipment enhancements, 
and innovative solutions as they become commercially available and 
operationally relevant. This allows participating entities to evaluate multiple 
technologies and make informed decisions based on operational requirements 
rather than being limited to a single manufacturer or technology platform. 

In addition to representing numerous leading manufacturers, TSS also offers 
proprietary performance apparel and clothing solutions through its Tomahawk 
Performance product line. These products incorporate advancements in fabric 
technology, comfort, durability, moisture management, and environmental 
protection to support operational personnel working in demanding 
environments.

TSS continuously evaluates emerging technologies and works closely with 
manufacturers and customers to identify solutions that improve readiness, 
safety, communications, survivability, comfort, and overall mission 
effectiveness. Through these relationships, participating entities gain access to 
innovative products and technologies that support both current and future 
operational requirements.

43 Describe any 
sustainability
initiatives or 
certifications that 
relate to your 
organization
and/or proposed 
Solutions. 
If applicable, 
describe the 
certification(s) for 
each initiative.

Tomahawk Strategic Solutions recognizes the importance of sustainability, 
responsible business practices, and efficient resource utilization. While TSS 
does not currently maintain any formal sustainability certifications, the company 
incorporates environmentally conscious practices into its daily operations and 
works with manufacturers that emphasize product durability, lifecycle 
performance, and responsible manufacturing practices. 

TSS utilizes electronic communications, digital marketing, electronic 
quotations, electronic invoicing, and electronic document management systems 
whenever possible to reduce paper consumption and improve operational 
efficiency. The company also leverages virtual meetings, webinars, and remote 
training capabilities when appropriate to reduce travel requirements while 
maintaining customer support and engagement. 

Many of the products and solutions offered by TSS are designed for long 
service life, durability, repairability, and extended operational use. By providing 
high-quality equipment and solutions that reduce replacement frequency and 
improve lifecycle value, TSS helps participating entities maximize the useful life 
of purchased products and resources. 

TSS works with numerous manufacturers that maintain their own sustainability, 
environmental, quality, and manufacturing certifications. Where applicable, 
manufacturer-specific certifications and sustainability initiatives can be provided 
upon request for individual products or product categories. 

In addition, TSS continually evaluates operational practices that improve 
efficiency, reduce waste, and support responsible stewardship of company and 
customer resources while maintaining high levels of service and support.

 *



44 Describe any third-
party issued, eco- 
labels, ratings, or 
certifications that 
your proposed 
solutions hold.

Tomahawk Strategic Solutions offers a broad portfolio of products and 
solutions from numerous manufacturers across multiple product categories. 
Because the proposed solutions encompass equipment, apparel, protective 
equipment, communications systems, medical products, training solutions, and 
related services from multiple manufacturers, third-party eco-labels, 
environmental ratings, and sustainability certifications vary by product and 
manufacturer.

TSS does not maintain a single company-wide environmental certification 
applicable to all proposed solutions. However, certain manufacturers 
represented by TSS may maintain product-specific environmental certifications, 
sustainability programs, quality certifications, environmental management 
systems, recycled material initiatives, or other third-party certifications 
applicable to specific products and product lines. 

Where applicable, manufacturer-specific certifications, environmental ratings, 
eco-labels, sustainability documentation, and related compliance information 
can be provided upon request for individual products or categories of products 
being considered by participating entities. 

In addition to environmental certifications, many products offered through TSS 
are subject to industry-recognized testing, quality assurance standards, 
performance certifications, safety standards, and regulatory compliance 
requirements applicable to their respective product categories.

 *

Tomahawk Strategic Solutions' most significant differentiator is that the 
company is not simply an equipment distributor. TSS combines equipment 
procurement, training, consulting, subject matter expertise, project 
management, and customer support into a single integrated solution designed 
to help participating entities identify, acquire, implement, and effectively utilize 
the products and services they purchase. 

Unlike many traditional distributors that focus primarily on product transactions, 
TSS was built around training and operational expertise. The company 
employs more than 30 full-time personnel and maintains a nationwide network 
of more than 100 contract instructors and subject matter experts who regularly 
support law enforcement, public safety, military, emergency response, and 
government organizations throughout the United States. This operational 
experience allows TSS to better understand customer requirements and 
provide recommendations based on real-world applications rather than simply 
product specifications. 

Another unique advantage is TSS's ability to combine equipment procurement 
with training delivery and ongoing professional development. In addition to 
instructor-led training, TSS maintains its own online training portal, providing 
participating entities with access to digital learning resources, continuing 
education opportunities, and scalable training solutions. This allows agencies 
to supplement in-person instruction with online content and helps support long-
term program sustainability, user proficiency, and organizational readiness. 

TSS also provides access to a diverse portfolio of manufacturers and 
technologies rather than being limited to a single brand or product platform. 
Participating entities benefit from objective solution recommendations, product 

45 What aspects of 
your company, 
solutions, or 
services are truly 
unique in the 
marketplace, and 
why are these 
unique advantages 
meaningful for 
Sourcewell
participating
entities?
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comparisons, demonstrations, evaluations, and access to emerging 
technologies from multiple industry-leading manufacturers. This approach 
allows customers to select the solution that best fits their operational, technical, 
and budgetary requirements. 

A significant advantage of TSS is its ability to rapidly identify, evaluate, and 
introduce emerging technologies to participating entities. Through close 
relationships with manufacturers, distributors, instructors, subject matter 
experts, and end users, TSS continuously evaluates new products, equipment 
enhancements, and evolving technologies. This enables participating entities to 
gain access to innovative solutions and industry best practices as they become 
commercially available and operationally relevant. 

TSS is also selective in the manufacturers and products it represents. While 
the company continuously evaluates emerging technologies and new 
manufacturer relationships, TSS does not add products solely to expand its 
catalog. Potential products and solutions are reviewed internally by company 
leadership, trainers, instructors, subject matter experts, and operational end 
users to determine whether they provide meaningful value, reliability, 
performance, and operational benefit. This evaluation process helps ensure 
that TSS represents solutions it believes in and is willing to stand behind. 
Participating entities benefit from a curated portfolio of products that have been 
vetted for quality, performance, and suitability rather than a catalog driven 
solely by sales volume or market availability. 

In addition to representing numerous leading manufacturers, TSS has 
developed proprietary solutions through its Tomahawk Performance product 
line. Tomahawk Performance was created to provide high-quality performance 
apparel and equipment solutions designed specifically for military, law 
enforcement, first responder, and outdoor professionals. By combining direct 
customer feedback, instructor input, and operational experience, TSS is able to 
develop and refine products that address real-world user requirements while 
maintaining a focus on durability, comfort, functionality, and performance. 

TSS also provides a unique combination of equipment, training, implementation 
support, consulting services, and procurement expertise. Customers frequently 
rely on TSS to assist with product evaluations, equipment selection, grant-
funded projects, large-scale deployments, training programs, and cooperative 
purchasing strategies. By combining these capabilities under one organization, 
TSS helps reduce administrative burden while improving project outcomes. 

For Sourcewell participating entities, these advantages translate into more than 
just access to products. Customers gain access to experienced professionals, 
technical expertise, training resources, implementation support, procurement 
guidance, online and in-person learning opportunities, and a broad portfolio of 
solutions through a single trusted partner. This comprehensive approach helps 
participating entities make informed purchasing decisions, improve operational 
effectiveness, and maximize the value of their investments.



Table 5B: Value-Added Attributes

Select any business certifications that your company or partners have obtained. Upload your confirming documentation.

Select all that apply below.

# Certification Offered Comment

46 Minority Business Enterprise 
(MBE)

 Yes

 No

N/A
 *

47 Women Business Enterprise 
(WBE)

 Yes

 No

N/A
 *

48 Disabled-Owned Business 
Enterprise (DOBE)

 Yes

 No

N/A
 *

49 Veteran-Owned Business 
Enterprise (VBE)

 Yes

 No

Tomahawk Strategic Solutions is a veteran-
owned business led by military veterans and 
is also certified as a Service-Disabled 
Veteran-Owned Business (SDVOB).

 *

50 Service-Disabled Veteran-Owned 
Business (SDVOB)

 Yes

 No

Tomahawk Strategic Solutions is a certified 
Service-Disabled Veteran-Owned Business 
(SDVOB). Current certification 
documentation is available upon request.

 *

51 Small Business Enterprise (SBE)  Yes

 No

Tomahawk Strategic Solutions qualifies as a 
Small Business Enterprise (SBE) based on 
applicable small business size standards and 
company size.

 *

52 Small Disadvantaged Business 
(SDB)

 Yes

 No

N/A
 *

53 Women-Owned Small Business 
(WOSB)

 Yes

 No

N/A
 *

Table 6A: Pricing (400 Points, applies to Table 6A and 6B)

Provide detailed pricing information in the questions that follow below. 

# Question Response *

Tomahawk Strategic Solutions' standard payment terms are Net 30 days for 
approved government, educational, public safety, military, and other 
qualified participating entities. Purchase orders, procurement cards, 
electronic payments, ACH transfers, checks, and other mutually acceptable 
payment methods are accepted. 

Because many of the products and services offered by TSS are sourced 
from multiple manufacturers and may involve customized configurations, 
special-order items, training services, large-scale deployments, or project-
based solutions, payment terms may vary depending on the scope and 

54 Describe your 
payment terms.

 *



requirements of a specific procurement. In limited circumstances, 
prepayment or deposits may be required when mandated by the 
manufacturer or supplier for custom-built, special-order, or non-cancelable 
items. Any such requirements are communicated and agreed upon in 
advance. 

TSS has extensive experience supporting federal, state, local, tribal, 
educational, military, and public safety customers and works closely with 
participating entities to accommodate procurement requirements, invoicing 
procedures, funding timelines, grant-funded projects, and other agency-
specific payment processes whenever possible. 

TSS is committed to maintaining flexible and customer-focused payment 
practices while ensuring timely project execution, manufacturer 
coordination, and contract compliance. Additional payment arrangements 
may be considered for large-scale projects, phased implementations, 
training programs, and other unique customer requirements.

55 Describe your 
accepted payment 
methods. 

For credit 
card/procurement
card (pCard), 
describe any fees 
associated with these 
methods.

Tomahawk Strategic Solutions accepts multiple forms of payment, including 
purchase orders, ACH/electronic funds transfer (EFT), company and 
government checks, wire transfers, procurement cards (pCards), and major 
credit cards. 

Government, educational, public safety, military, and other participating 
entities commonly utilize purchase orders, ACH payments, and procurement 
cards for procurement activities. TSS supports electronic invoicing and 
works with customers to accommodate agency-specific purchasing and 
payment procedures whenever possible. 

Tomahawk Strategic Solutions does not charge any additional fees, 
surcharges, or processing fees for payments made by credit card or 
procurement card (pCard). Customers are not assessed additional charges 
based solely on their selected payment method. 

TSS is committed to providing flexible, customer-friendly payment options 
that support efficient procurement and contract administration for 
participating entities.

Tomahawk Strategic Solutions does not directly provide leasing or financing 
services. However, TSS works closely with participating entities to identify 
procurement and funding solutions that best support their operational, 
budgetary, and project requirements. 

Depending on the products, services, and manufacturers involved, certain 
equipment categories may be eligible for leasing, financing, subscription-
based services, manufacturer-sponsored programs, or other funding 
arrangements offered through third-party providers. When available, TSS 
will coordinate with participating entities, manufacturers, and approved third-
party partners to facilitate these options and provide the information 
necessary for evaluation. 

Many TSS customers utilize traditional procurement methods, phased 
purchasing strategies, grant funding, capital improvement funding, 
cooperative purchasing contracts, and municipal financing programs to 

56 Describe available 
leasing, financing, or 
as-a-service options, 
including key features 
and any third-party 
providers or financial 
partners used.

 *



acquire equipment, services, and training solutions. TSS routinely assists 
customers with budget planning, project development, grant-supported 
procurements, and implementation strategies designed to align acquisitions 
with available funding resources. 

In addition, TSS frequently assists participating entities with identifying 
potential funding opportunities, grant-supported procurements, budget 
planning, and project development. While TSS does not provide formal 
financial services or guarantee grant funding, the company routinely 
supports customers by providing product information, technical 
specifications, budgetary pricing, project recommendations, letters of 
support, and other documentation necessary to assist with funding requests, 
grant applications, and internal budget approvals. 

Because financing and leasing programs vary by manufacturer, product 
category, customer type, and project scope, specific options are evaluated 
on a case-by-case basis and can be discussed during the procurement 
process. TSS remains committed to helping participating entities identify 
practical procurement and funding strategies that support successful project 
implementation while maintaining compliance with applicable purchasing 
requirements.

57 Describe any 
standard transaction 
documents that you 
propose to use in 
connection with an 
awarded agreement 
(order forms, terms 
and conditions, 
service level 
agreements, etc.). 
Upload all template 
agreements or 
transaction
documents which may 
be proposed to 
Participating Entities.

Tomahawk Strategic Solutions utilizes standard commercial and 
government procurement documents to support the acquisition of products, 
services, training, and related solutions. Transaction documents may vary 
depending on the scope of work, customer requirements, product category, 
manufacturer requirements, and applicable procurement regulations. 

Typical transaction documents include quotations and proposals, customer 
purchase orders, order acknowledgments, invoices, training agreements, 
statements of work (SOWs), and other project-specific documentation as 
required. For larger projects or specialized services, additional 
documentation may include implementation plans, training schedules, 
service descriptions, project deliverables, or mutually agreed-upon scope 
documents. 

TSS generally works within the purchasing procedures and contractual 
requirements established by participating entities and does not require the 
use of proprietary customer agreements for routine product purchases. 
When additional documentation is required due to manufacturer 
requirements, training services, consulting engagements, custom products, 
or project-specific needs, such requirements are communicated and agreed 
upon in advance. 

Sample transaction documents, including representative quotations, 
proposals, and related customer-facing documents, are provided with this 
submission for review. Additional documentation can be provided upon 
request based on the specific products, services, or project requirements 
being considered.

 *

Describe your pricing 
model AND quantify 
the proposed 
discount(s) offered.

Tomahawk Strategic Solutions proposes a manufacturer- and category-
specific discount pricing model based on published MSRP, manufacturer 
catalog pricing, or manufacturer-issued price lists. Because TSS represents 
a diverse portfolio of manufacturers across numerous product categories, a 
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If proposed pricing is 
Line-Item Pricing, 
Proposer must 
submit: 

A. For each Line, 
provide your 
list/MSRP, the offered 
discount(s), and the 
”Master Agreement 
Price”.

B. If proposed pricing 
is a Percentage 
Discount from Catalog 
or Category, one of 
the following MUST 
be submitted:  

(1) an active URL to a 
current published 
online catalog; OR 
(2) a complete price 
file with current 
pricing. 

Refer to RFP Section 
III. Pricing for 
additional guidance.

single discount percentage would not accurately reflect manufacturer pricing 
structures, product categories, market conditions, or the broad range of 
solutions offered under this proposal. 

Under the proposed pricing model, participating entities will receive 
predetermined discounts from applicable published pricing sources. 
Discounts vary by manufacturer and product category and are identified 
within the submitted pricing schedule. The resulting contract price is 
calculated by applying the applicable Sourcewell discount to the current 
published MSRP, catalog price, or manufacturer price list. 

The discounts identified within the submitted pricing schedule represent the 
minimum discounts available to participating entities under the agreement. 
Tomahawk Strategic Solutions may, at its discretion, offer additional 
discounts based on factors such as purchase volume, project scope, 
bundled solutions, manufacturer promotions, agency requirements, grant-
funded opportunities, special programs, or other market considerations. 
Participating entities will always receive pricing equal to or better than the 
established contract discount. 

This pricing methodology provides participating entities with transparent, 
auditable, and consistent pricing while maintaining flexibility to 
accommodate new products, product updates, and emerging technologies 
introduced during the term of the agreement. It also allows participating 
entities to access a broad portfolio of products, training, services, and 
solutions without the administrative burden of maintaining thousands of 
individual line-item prices. 

TSS has successfully utilized manufacturer-specific discount schedules 
under existing state and cooperative purchasing contracts, providing 
customers with a straightforward and easily verifiable pricing structure. This 
approach allows participating entities to readily confirm pricing using 
manufacturer-published catalogs and price files while ensuring discounts 
remain consistent and contractually enforceable. 

Supporting documentation, including manufacturer discount schedules, 
published catalogs, MSRP price lists, and other applicable pricing 
documentation, is included with this proposal and serves as the basis for all 
contract pricing. Participating entities may request quotations for individual 
products, complete systems, training programs, services, or customized 
solutions, and all pricing will reflect the applicable Sourcewell contract 
discount structure. 

Tomahawk Strategic Solutions is committed to providing competitive, 
transparent, and auditable pricing while ensuring participating entities have 
continued access to a diverse portfolio of industry-leading manufacturers, 
innovative technologies, training programs, and professional services 
throughout the life of the agreement.

Provide details of any 
quantity or volume 
discounts, as well as 
any rebate programs 

Tomahawk Strategic Solutions may offer additional quantity and volume 
discounts beyond the established contract pricing structure when supported 
by purchase volume, project scope, manufacturer incentives, bundled 
solutions, multi-year purchasing plans, or other special procurement 
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that are available in 
addition to the 
proposed pricing 
structure discounts.

considerations. Because TSS represents numerous manufacturers and 
product categories, the availability and magnitude of additional discounts 
vary depending on the products, services, and overall project requirements. 

Examples of situations that may qualify for additional pricing considerations 
include large-volume equipment purchases, agency-wide deployments, 
regional purchasing initiatives, bundled equipment and training packages, 
multi-phase projects, grant-funded procurements, and other significant 
acquisition efforts. Any additional discounts are evaluated on a case-by-
case basis and are intended to provide participating entities with the best 
overall value while maintaining compliance with contract requirements. 

In addition to quantity and volume discounts, participating entities may 
benefit from manufacturer-sponsored promotions, special purchasing 
programs, trade-in programs, rebate opportunities, limited-time incentives, 
package pricing, or other manufacturer-supported offers when available. 
TSS works closely with manufacturers and suppliers to identify and 
communicate these opportunities to participating entities whenever they can 
provide additional value. 

TSS does not maintain a standardized company-wide rebate program. 
However, when manufacturer-sponsored rebates, incentives, or promotional 
programs are available, TSS will make reasonable efforts to ensure 
participating entities are aware of and able to take advantage of those 
opportunities in accordance with applicable program requirements. 

Tomahawk Strategic Solutions is committed to maximizing value for 
participating entities through competitive pricing, additional discount 
opportunities, manufacturer-supported programs, and project-specific 
pricing strategies whenever appropriate.

Tomahawk Strategic Solutions regularly assists customers with identifying 
related products, accessories, replacement components, newly released 
products, training services, and other solutions that support the overall 
objectives of a project. Because TSS represents a broad portfolio of 
manufacturers and product categories, participating entities frequently seek 
guidance regarding products and services that may be complementary to 
those specifically identified within the awarded agreement. 

When a requested product or service falls outside the scope of the awarded 
agreement, TSS will work with the participating entity to determine whether 
the item is eligible for inclusion under applicable contract provisions, 
manufacturer catalog updates, or approved contract modification processes. 
If the requested item cannot be provided under the agreement, TSS will 
clearly communicate this to the participating entity and assist in identifying 
alternative procurement options when appropriate. 

TSS does not charge administrative fees, sourcing fees, consulting fees, or 
additional service charges for evaluating, identifying, or quoting related 
products and services. Pricing for any approved non-contracted or newly 
added products will be based on the applicable pricing methodology, 
manufacturer pricing, and contract requirements in effect at the time of 
purchase.

60 Describe your method 
of facilitating non-
contracted products 
or related services 
and define the 
associated costs/fees.
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As manufacturers continue to introduce new products and technologies, 
TSS works proactively with contract administrators and participating entities 
to facilitate access to relevant solutions whenever permitted under the terms 
of the agreement. This approach helps ensure participating entities maintain 
access to evolving technologies, product improvements, and mission-
specific solutions throughout the life of the contract. 

Any costs associated with non-contracted products or services are limited to 
the actual cost of the products, services, training, implementation, shipping, 
or other project-specific requirements being provided. No separate 
facilitation or administrative fees are charged by TSS.

61 Identify any element 
of the total cost of 
acquisition that is 
NOT included in the 
pricing submitted with 
your response. This 
includes all additional 
charges associated 
with a purchase that 
are not directly 
identified as freight or 
shipping charges.

Tomahawk Strategic Solutions strives to provide transparent and 
comprehensive pricing. Unless specifically identified within a quotation, 
proposal, statement of work, or pricing schedule, TSS does not charge 
administrative fees, sourcing fees, contract-use fees, procurement fees, 
credit card processing fees, procurement card (pCard) fees, or other hidden 
charges associated with a purchase. 

Depending on the scope of the project, certain costs may not be included 
within standard product pricing and may be quoted separately when 
applicable. Examples may include on-site training, travel expenses, lodging, 
specialized installation services, custom configuration services, project-
specific implementation requirements, third-party services, expedited 
delivery requirements, or other customer-requested services not included in 
the original scope of supply. 

For training, consulting, or professional services engagements, travel-
related expenses may be quoted separately when required and will be 
clearly identified in advance. Likewise, custom products, special-order 
items, or manufacturer-specific requirements may result in additional project 
costs that are disclosed during the quotation process. 

Any additional costs not included in the submitted pricing will be clearly 
identified and communicated to the participating entity prior to purchase or 
project execution. TSS is committed to maintaining transparent, auditable, 
and predictable pricing practices throughout the procurement process.

 *

Tomahawk Strategic Solutions utilizes a flexible freight, shipping, and 
delivery program designed to provide participating entities with the most 
efficient and cost-effective delivery method based on the products, services, 
quantities, locations, and project requirements involved. 

Because TSS represents numerous manufacturers and product categories, 
freight and shipping costs vary significantly depending on product size, 
weight, destination, manufacturer shipping policies, delivery requirements, 
and order volume. Products may be shipped directly from manufacturers, 
authorized distributors, or TSS facilities, depending on the most efficient 
fulfillment method. 

Shipping and freight charges are generally not included in product pricing 
unless specifically identified within a quotation, proposal, statement of work, 
or pricing schedule. When applicable, freight and delivery charges are 

62 Describe and define 
the costs/fees 
associated with your 
freight, shipping, and 
delivery program(s) in 
the contiguous United 
States.

 *



separately identified and disclosed to participating entities prior to purchase. 
TSS does not charge administrative freight fees, handling fees, or other 
hidden shipping-related charges beyond the actual costs associated with 
fulfilling the order. 

For larger projects, agency-wide deployments, palletized shipments, 
specialized equipment, training equipment, or other significant 
procurements, freight costs are evaluated on a project-by-project basis to 
ensure the most appropriate delivery solution is utilized. 

Expedited shipping, special handling requirements, inside delivery, liftgate 
services, white-glove delivery, installation support, or other customer-
requested delivery services may result in additional charges. Any such costs 
will be clearly identified and communicated in advance. 

Tomahawk Strategic Solutions is committed to providing transparent freight 
and delivery pricing while working to minimize shipping costs and maximize 
value for participating entities throughout the contiguous United States.

63 Describe and define 
the costs/fees 
associated with your 
freight, shipping, and 
delivery program(s) 
for Alaska, Hawaii, 
Canada, or any 
offshore delivery.

Tomahawk Strategic Solutions has experience supporting customers in 
Alaska, Hawaii, Canada, U.S. Territories, and select international locations. 
Because shipping requirements, carrier availability, customs requirements, 
duties, taxes, brokerage fees, import/export regulations, and delivery 
methods vary significantly by destination, freight and delivery costs for these 
locations are evaluated on a project-by-project basis. 

Shipping, freight, customs-related charges, duties, taxes, brokerage fees, 
import fees, and other destination-specific costs are generally not included 
in standard product pricing unless specifically identified within a quotation, 
proposal, statement of work, or pricing schedule. When applicable, these 
costs are separately identified and disclosed to participating entities prior to 
purchase.

Products may be shipped directly from manufacturers, authorized 
distributors, or TSS facilities depending on the products involved and the 
most efficient fulfillment method. TSS works closely with manufacturers, 
distributors, freight providers, and participating entities to determine the 
most appropriate shipping and delivery solution based on destination, 
product type, quantity, timeline, and regulatory requirements. 

For Alaska, Hawaii, Canada, U.S. Territories, and offshore deliveries, freight 
costs may include standard carrier charges, air freight, ocean freight, 
customs brokerage, duties, taxes, export documentation, specialized 
packaging, hazardous material handling, or other location-specific 
requirements when applicable. Any such costs will be clearly identified and 
communicated in advance. 

Tomahawk Strategic Solutions does not charge separate administrative 
fees, sourcing fees, or hidden delivery-related charges for coordinating 
these shipments. Participating entities are responsible only for the actual 
freight, shipping, customs, regulatory, and delivery costs associated with 
their specific project or destination.

 *

Describe any unique Tomahawk Strategic Solutions offers several unique distribution, delivery, 64  *



distribution, delivery, 
or deployment 
methods offered in 
your proposal.

and deployment methods that extend beyond traditional product fulfillment. 
Because TSS combines equipment procurement, training, consulting, and 
implementation support, participating entities benefit from a comprehensive 
approach designed to support successful deployment and long-term 
utilization of purchased solutions. 

TSS routinely coordinates multi-manufacturer projects involving products 
from numerous suppliers, allowing participating entities to work with a single 
point of contact while receiving solutions from multiple manufacturers. 
Depending on project requirements, products may be delivered directly from 
manufacturers, authorized distributors, or TSS facilities to improve 
efficiency, reduce handling, and streamline project execution. 

For larger projects and agency-wide deployments, TSS works with 
participating entities to develop phased implementation strategies that may 
include product demonstrations, evaluations, pilot programs, train-the-
trainer programs, user familiarization, implementation planning, and ongoing 
support. This approach helps organizations successfully transition to new 
equipment, technologies, and operational capabilities. 

A unique aspect of the TSS model is the integration of training and 
deployment support. TSS employs full-time personnel and maintains a 
nationwide network of more than 100 contract instructors and subject matter 
experts who can assist with product implementation, equipment 
familiarization, operational training, and program development. Participating 
entities may also utilize TSS's online training portal to support continuing 
education and long-term program sustainability. 

TSS regularly conducts on-site demonstrations, gear and technology 
showcase events, evaluations, and training programs that allow participating 
entities to assess products prior to purchase and improve deployment 
success after acquisition. This hands-on approach helps customers make 
informed purchasing decisions while maximizing the effectiveness of their 
investment.

In addition, TSS has experience supporting complex deployments involving 
public safety agencies, military organizations, educational institutions, 
government entities, grant-funded projects, and customers located in 
Alaska, Canada, U.S. Territories, and other remote or specialized operating 
environments. This flexibility enables TSS to tailor distribution and 
deployment methods to meet the specific requirements of each participating 
entity.

Describe any self-
audit processes or 
programs that you will 
employ to verify that 
Sourcewell
participating entities 
have obtained 
Agreement pricing 
and to verify 
compliance with the 

Tomahawk Strategic Solutions is committed to ensuring participating entities 
consistently receive the pricing, discounts, and benefits associated with any 
awarded Sourcewell agreement. TSS utilizes internal sales, quotation, and 
customer management processes designed to promote pricing accuracy, 
contract compliance, and transparency throughout the procurement 
process. 

Contract pricing and discount structures are maintained within TSS's sales 
and quotation processes and are referenced during quote preparation to 
ensure participating entities receive the applicable Sourcewell pricing. Sales 

65
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resulting Agreement. personnel, account managers, and customer support personnel are trained 
on available contract vehicles and are responsible for identifying and 
utilizing the appropriate contract during customer engagements. 

TSS utilizes Salesforce CRM and related business systems to manage 
customer opportunities, quotations, contract activity, and procurement 
support. These systems provide visibility into customer interactions and help 
ensure that eligible participating entities are offered the appropriate contract 
pricing and purchasing options. 

As part of its internal quality control process, TSS conducts management 
review of quotations, pricing structures, and significant procurement 
activities to verify pricing accuracy and compliance with applicable contract 
requirements. Any identified pricing discrepancies or contract administration 
issues are promptly reviewed and corrected. 

In addition, TSS will cooperate with Sourcewell reporting requirements, 
contract administration procedures, and any reasonable audit or compliance 
verification activities required under the resulting agreement. Upon request, 
TSS can provide supporting documentation, pricing records, sales reports, 
and other information necessary to demonstrate compliance with contract 
pricing and reporting obligations. 

Through internal controls, management oversight, CRM tracking, employee 
training, and ongoing contract administration, TSS seeks to ensure 
participating entities consistently receive the benefits of the Sourcewell 
agreement while maintaining compliance with all applicable contract 
requirements.

Tomahawk Strategic Solutions will utilize a variety of operational, sales, 
customer service, and contract management metrics to evaluate the 
success of a resulting Sourcewell agreement. These metrics are intended to 
measure customer engagement, contract utilization, service performance, 
and overall value delivered to participating entities. 

Key performance metrics may include: 

• Total sales volume generated through the agreement 

• Number of participating entities utilizing the agreement 

• Number of quotations and proposals issued under the agreement 

• Number of purchase orders received through the agreement 

• Growth in participating entity utilization year-over-year 

• Customer retention and repeat purchasing activity 

• Number of new participating entities acquired through contract marketing 
and outreach efforts 

• Customer response times and quote turnaround times 

66 Provide a list of 
internal metrics that 
will be tracked to 
measure the success 
of a resulting 
Agreement.

 *



• Delivery performance and project completion metrics 

• Training engagements, demonstrations, evaluations, and educational 
activities conducted in support of the agreement 

• Conference participation, gear day events, webinars, and contract 
promotion activities 

• Customer feedback, satisfaction, and issue resolution performance 

• Contract compliance, reporting accuracy, and administrative performance 

TSS utilizes Salesforce CRM and related business systems to assist with 
tracking customer engagement, opportunities, quotations, contract activity, 
and overall program performance. These tools provide management 
visibility into contract utilization and help identify opportunities for continuous 
improvement. 

The success of a Sourcewell agreement will ultimately be measured by the 
value delivered to participating entities, including increased contract 
utilization, customer satisfaction, successful project outcomes, access to 
innovative solutions, and the development of long-term customer 
relationships. TSS is committed to continuously evaluating performance and 
making improvements that enhance the overall customer experience and 
effectiveness of the agreement.

Provide a proposed 
Administration Fee 
payable to 
Sourcewell. The Fee 
is in consideration for 
the support and 
services provided by 
Sourcewell. The 
proposed
Administrative Fee 
will be payable to 
Sourcewell on all 
completed
transactions to 
Participating Entities 
utilizing this 
Agreement. The 
Administrative Fee 
will be calculated as a 
stated percentage, or 
flat fee as may be 
applicable, of all 
completed
transactions utilizing 
this Master 
Agreement within the 

67 Proposed Administrative Fee: 2.0% of all completed sales transacted 
through the resulting Sourcewell Master Agreement.

 *



preceding Reporting 
Period defined in the 
agreement.

Table 6B: Pricing Offered

#
The Pricing for this 
Proposal is: *

Specify the basis for the pricing offered, include unique 
circumstances or justifications

68 As good as or better 
than pricing typically 
offered through our 
existing cooperative 
contracts, state 
contracts, or agencies.

Tomahawk Strategic Solutions proposes pricing that is as good as or 
better than pricing typically offered through our existing cooperative 
purchasing and state contract vehicles. Pricing is based on 
manufacturer- and category-specific discounts from published MSRP, 
manufacturer catalog pricing, or manufacturer-issued price lists. 

The submitted discount schedules represent the minimum discounts 
available to Sourcewell participating entities. Additional discounts may be 
offered based on purchase volume, project scope, bundled solutions, 
manufacturer promotions, agency requirements, grant-funded 
opportunities, or other special circumstances. Participating entities will 
always receive pricing equal to or better than the established contract 
discount structure. 

This pricing methodology provides transparent, auditable, and easily 
verifiable pricing while allowing participating entities access to newly 
released products, emerging technologies, training services, and 
expanding manufacturer offerings throughout the term of the agreement. 
Supporting discount schedules, catalogs, and pricing documentation 
have been included as the basis for contract pricing.

 *

Table 7A: Depth and Breadth of Offered Solutions (200 Points, applies to Table 
7A and 7B)

Indicate below if the listed types or classes of Solutions are offered within your proposal. Provide additional comments in the text box
provided, as necessary. 

# Category or Type Offered * Provide a detailed description of all solutions offered.

69 Law enforcement duty 
gear

 Yes

 No

Tomahawk Strategic Solutions provides a comprehensive 
portfolio of law enforcement duty gear and equipment, including 
duty belts, tactical gear, ballistic helmets, body armor, plate 
carriers, respirators and protective masks, eye protection, hearing 
protection, gloves, uniforms, outerwear, footwear, tactical apparel, 
load-bearing equipment, weapon accessories, communications 
accessories, medical equipment, individual first aid kits (IFAKs), 
active shooter kits, breaching equipment, bags, packs, and 
mission-specific operational equipment. TSS represents 
numerous industry-leading manufacturers and provides 
equipment solutions for patrol, investigations, SWAT, corrections, 
special operations, K9, and other public safety personnel.

 *

Traffic safety  Yes70 N/A  *



enforcement
equipment, devices, 
and instruments

 No

71 Crime scene 
management and 
evidence collection 
equipment and 
supplies

 Yes

 No

N/A

 *

72 Tactical and Explosive 
Ordnance Disposal 
(EOD) equipment (with 
the exception of those 
items excluded in 
subsections 2. or 3. 
below)

 Yes

 No

Tomahawk Strategic Solutions provides tactical equipment 
solutions supporting law enforcement special operations, tactical 
teams, public safety agencies, and specialized response units. 
Solutions include ballistic helmets, body armor systems, plate 
carriers, respiratory protection systems, tactical communications 
equipment, breaching equipment, night vision accessories, 
weapon accessories, mission-specific load carriage systems, 
tactical medical equipment, protective apparel, shields, packs, 
and other operational equipment. TSS works with leading 
manufacturers to provide equipment supporting tactical 
operations, active threat response, high-risk warrant service, and 
specialized law enforcement missions. TSS does not provide 
items prohibited by applicable law or excluded from the scope of 
the resulting agreement.

 *

73 Services related to the 
respondents offering of 
the solutions in 
subsections 1. a. – d. 
above, such as 
training, installation, 
testing, maintenance, 
warranty programs, 
and technical support

 Yes

 No

Tomahawk Strategic Solutions provides a wide range of services 
supporting the equipment and solutions offered under this 
proposal. Services include equipment evaluations, product 
demonstrations, consulting, program development, train-the-
trainer programs, instructor-led training, online training, 
implementation support, project planning, technical assistance, 
grant-support documentation, warranty coordination, customer 
support, and ongoing program management. TSS employs full-
time personnel and maintains a nationwide network of more than 
100 contract instructors and subject matter experts capable of 
supporting agencies throughout the acquisition, deployment, 
training, and sustainment lifecycle.

 *

74 Please describe other 
Solutions not 
specifically mentioned 
in this Table 7A, that 
are within the scope of 
this RFP

 Yes

 No

In addition to the categories listed above, Tomahawk Strategic 
Solutions provides specialized public safety solutions including 
technical apparel, performance clothing systems, training support 
products, emergency preparedness equipment, medical and 
trauma care equipment, organizational outfitting programs, grant-
support services, online training resources, and customized 
equipment packages. TSS also offers products through its 
Tomahawk Performance brand and continually evaluates 
emerging technologies and innovative manufacturers to provide 
participating entities access to new and evolving solutions that 
support public safety, law enforcement, and related operational 
requirements.

 *

Table 7B: Depth and Breadth of Offered Solutions - Industry Specific

# Question Response *



75 Describe in detail 
warranties and 
extended
warranties offered 
and how they will 
be administered, 
including any repair 
services provided 
under warranty. 
Include whether 
coverage applies to 
all products, parts, 
labor, technician 
travel, and 
geographic
locations.

Tomahawk Strategic Solutions supports manufacturer-provided warranties 
and warranty programs for the products and solutions offered under this 
proposal. Because TSS represents numerous manufacturers across multiple 
product categories, warranty coverage, warranty periods, repair procedures, 
and available extended warranty options vary by manufacturer and product. 

Where available, manufacturer warranties may cover defects in materials, 
workmanship, components, parts, labor, and repair services in accordance 
with the specific manufacturer's published warranty terms and conditions. 
Certain manufacturers may also offer extended warranty programs, service 
plans, maintenance agreements, accidental damage coverage, or other 
optional protection programs. Availability and coverage vary by product and 
manufacturer.

TSS serves as a customer advocate and point of contact throughout the 
warranty process by assisting participating entities with warranty claims, 
troubleshooting, manufacturer communication, repair coordination, 
replacement requests, return material authorizations (RMAs), and other 
warranty-related support activities. When repairs are required, TSS works 
directly with the manufacturer, authorized repair facility, distributor, or service 
provider responsible for administering the applicable warranty. 

Warranty coverage for products, parts, labor, technician travel, shipping, 
geographic limitations, and repair services is determined by the applicable 
manufacturer's warranty program and may vary by product category. TSS will 
provide participating entities with applicable warranty information at the time 
of quotation or purchase and will assist customers in understanding available 
warranty options and coverage limitations. 

For products manufactured or branded by Tomahawk Strategic Solutions, 
including Tomahawk Performance products, warranty support is administered 
directly by TSS in accordance with the applicable product warranty and 
support policies. 

Tomahawk Strategic Solutions is committed to providing responsive warranty 
support and assisting participating entities throughout the warranty and repair 
process to help ensure timely issue resolution and customer satisfaction.

 *

Tomahawk Strategic Solutions has experience supporting military 
organizations through equipment sales, training services, product evaluations, 
and procurement support. TSS personnel include military veterans who 
understand the operational requirements, procurement processes, and 
mission demands associated with military organizations. 

The company routinely supports military customers by providing personal 
protective equipment, ballistic protection systems, helmets, respirators, 
tactical gear, communications accessories, medical equipment, technical 
apparel, mission-specific equipment, and training support products. TSS 
represents numerous manufacturers whose products are utilized throughout 
military and government organizations. 

In addition to equipment sales, TSS has supported military-related training 
activities through its network of full-time personnel and contract instructors. 

76 Demonstrate your 
ability and 
experience in 
providing solutions 
to Military agencies.

 *



Many instructors and subject matter experts possess military backgrounds 
and operational experience that contribute to the company's ability to 
understand customer requirements and recommend appropriate solutions. 

TSS actively pursues and supports military procurement opportunities through 
federal purchasing channels including GSA Advantage, GSA eBuy, SAM.gov 
opportunities, agency-specific solicitations, and other government acquisition 
platforms. The company routinely prepares quotations, responds to requests 
for information, supports product evaluations, and assists military 
organizations with identifying solutions that meet mission requirements. 

Through its relationships with manufacturers, distributors, instructors, and end 
users, TSS remains committed to supporting active-duty, reserve, National 
Guard, and other military organizations with responsive customer service, 
technical expertise, training resources, and access to industry-leading 
products and technologies.

77 Describe how your 
company ensures 
product quality, 
safety, and 
compliance with 
applicable industry 
standards.

Tomahawk Strategic Solutions is committed to providing high-quality 
products, services, and solutions that meet applicable safety, performance, 
and industry standards. Product quality, reliability, operational suitability, and 
regulatory compliance are key considerations when evaluating manufacturers, 
suppliers, and products for inclusion within the TSS portfolio. 

TSS maintains relationships with established manufacturers that are 
recognized within military, law enforcement, public safety, emergency 
response, and government markets. Many of the products offered by TSS are 
tested, certified, or manufactured in accordance with applicable industry 
standards, regulatory requirements, and performance specifications, including 
standards established by organizations such as NIJ, NIOSH, NFPA, ASTM, 
ANSI, MIL-SPEC, and other applicable certification or testing bodies 
depending on product category. 

A key component of TSS's quality assurance approach is its product 
evaluation process. TSS continuously evaluates new manufacturers, 
technologies, and products; however, products are not added solely to 
expand the company's catalog. Potential products are reviewed by company 
leadership, trainers, instructors, subject matter experts, and operational end 
users to determine whether they provide meaningful value, reliability, 
durability, performance, and operational benefit. This process helps ensure 
that TSS represents products it believes in and is willing to support. 

TSS also works closely with manufacturers to remain informed of product 
updates, safety notices, recalls, warranty programs, compliance 
requirements, and emerging industry standards. When applicable, TSS 
assists participating entities with warranty support, product replacement 
programs, recall notifications, and manufacturer communications. 

Through manufacturer selection, product evaluation, operational testing, 
quality assurance reviews, and ongoing manufacturer engagement, 
Tomahawk Strategic Solutions strives to ensure participating entities receive 
safe, reliable, compliant, and mission-ready solutions that meet the demands 
of their operational environments.

 *



Table 8: Exceptions to Terms, Conditions, or Specifications Form (Not Scored)

Line Item 77. NOTICE: To identify any exception, or to request any modification, to Sourcewell standard Master Agreement terms, 
conditions, or specifications, a Proposer must submit the proposed exception(s) or requested modification(s) via redline in the Master 
Agreement Template provided in the “Bid Documents” section. Proposer must upload the redlined Master Agreement Template, in 
Microsoft Word format in the “Requested Exceptions” upload field.  All exceptions and/or proposed modifications are subject to review 
and approval by Sourcewell and will not automatically be included in the Master Agreement.

Do you have exceptions or modifications to propose? Response *

 No

Table 9: Selected Bid Pricing Line Items ****NOT SCORED****

Please fill out table as able. This table is not scored but will be used to prepare competitive solicitation documentation. If you do not
offer these products, no pricing is required.

# Product Category Unit Price or Range Discount Range

78 Fully Rugged Laptop   

79 Semi-Rugged Laptop   

80 Rugged Tablet   

81 Radar Speed Sign   

82 Speed/Message Trailer   

83 Duty Holster $50-$500 6%-15%

84 Tactical Flashlight $50 - $500 6%-15%

85 Handcuffs $25 - $150 6%-15%

86 Portable LED Scene Light $100 - $5,000 6% - 15%

87 Evidence Bags   

88 Evidence Markers   

89 Crime Scene Tape   

Documents

Ensure your submission document(s) conforms to the following:

1. Documents in PDF format are preferred. Documents in Word, Excel, or compatible formats may also be provided. 

2. Documents should NOT have a security password, as Sourcewell may not be able to open the file. It is your sole responsibility to
ensure that the uploaded document(s) are not either defective, corrupted or blank and that the documents can be opened and viewed
by Sourcewell.

3. Sourcewell may reject any response where any document(s) cannot be opened and viewed by Sourcewell.

4. If you need to upload more than one (1) document for a single item, you should combine the documents into one zipped file. If the 
zipped file contains more than one (1) document,  ensure each document is named, in relation to the submission format item 
responding to. For example, if responding to the Marketing Plan category save the document as “Marketing Plan.”



Pricing - Sourcewell RFP 061626 Price List TSS.pdf - Monday June 15, 2026 16:59:01•
Financial Strength and Stability - Sourcewell RFP 061626 Financial Strength.pdf - Monday June 15, 2026 21:28:24•
Marketing Plan/Samples - Sourcewell Marking Plan 6.15.2026.pdf - Monday June 15, 2026 13:47:35•
WMBE/MBE/SBE or Related Certificates - NVBD SDVOB 6.30.2026.pdf - Monday June 15, 2026 14:21:39•
Standard Transaction Document Samples - Sourcewell RFP 061626 Standard Transaction Document Samples.pdf - Monday 
June 15, 2026 16:02:37

•

Requested Exceptions  (optional)•
Upload Additional Document  (optional)•



Addenda, Terms and Conditions

PROPOSER AFFIDAVIT OF COMPLIANCE

I certify that I am an authorized representative of Proposer and have authority to submit the foregoing Proposal:

1. The Proposer is submitting this Proposal under its full and complete legal name, and the Proposer legally exists in good standing in
the jurisdiction of its residence.

2. The Proposer warrants that the information provided in this Proposal is true, correct, and reliable for purposes of evaluation for
award.  

3. The Proposer certifies that:

(1) The prices in this Proposal have been arrived at independently, without, for the purpose of restricting competition, any 
consultation, communication, or agreement with any other Proposer or competitor relating to-

        (i) Those prices;

        (ii) The intention to submit an offer; or

(iii) The methods or factors used to calculate the prices offered.

        (2) The prices in this Proposal have not been and will not be knowingly disclosed by the Proposer, directly or indirectly, to any
other Proposer or competitor               before award unless otherwise required by law; and

 (3) No attempt has been made or will be made by Proposer to induce any other concern to submit or not to submit a Proposal for
the purpose of restricting     competition. 

4. To the best of its knowledge and belief, and except as otherwise disclosed in the Proposal, there are no relevant facts or 
circumstances which could give rise   to an organizational conflict of interest. An organizational conflict of interest is created when a
current or prospective supplier is unable to render impartial service to Sourcewell due  to the supplier’s: a. creation of evaluation criteria
during performance of a prior agreement which potentially influences future competitive opportunities to its favor; b. access to nonpublic
and material information that may provide for a competitive advantage in a later procurement competition; c. impaired objectivity in
providing advice to Sourcewell.   

5. Proposer will provide to Sourcewell Participating Entities Solutions in accordance with the terms, conditions, and scope of a resulting
master agreement.

6. The Proposer possesses, or will possess all applicable licenses or certifications necessary to deliver Solutions under any resulting
master agreement.

7. The Proposer will comply with all applicable provisions of federal, state, and local laws, regulations, rules, and orders.

8. Proposer its employees, agents, and subcontractors are not:

Included on the “Specially Designated Nationals and Blocked Persons” list maintained by the Office of Foreign Assets Control of
the United States Department of the Treasury found at: https://www.treasury.gov/ofac/downloads/sdnlist.pdf;

1.

Included on the government-wide exclusions lists in the United States System for Award Management found at: 
https://sam.gov/SAM/; or

2.

Presently debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from programs operated by 
the State of Minnesota; the United States federal government, as applicable; or any Participating Entity. Vendor certifies and 
warrants that neither it nor its principals have been convicted of a criminal offense related to the subject matter of this 
solicitation.

3.

  By checking this box I acknowledge that I am bound by the terms of the Proposer’s Affidavit, have the legal authority to submit this
Proposal on behalf of the Proposer, and that this electronic acknowledgment has the same legal effect, validity, and enforceability as if I
had hand signed the Proposal.  This signature will not be denied such legal effect, validity, or enforceability solely because an electronic
signature or electronic record was used in its formation.   -  Dave Adams, Sales & Contract Manager, Tomahawk Strategic Solutions
LLC



The Proposer declares that there is an actual or potential Conflict of Interest relating to the preparation of its submission, and/or the
Proposer foresees an actual or potential Conflict of Interest in performing the obligations contemplated in the solicitation proposal. 

Yes     No    

The Bidder acknowledges and agrees that the addendum/addenda below form part of the Bid Document.

Check the box in the column "I have reviewed this addendum" below to acknowledge each of the addenda.

File Name
I have reviewed the below 

addendum and attachments (if 
applicable)
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